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A 
Peoria Life Agent s 
Big Asset 


Among the fixed aims of the 
Peoria Life has always been 
this one: to make it worth a 
great deal to be able to say: 
“T am the Peoria Life agent.” 
Through its policy of thorough 
Service to Policyholders, the 
Peoria Life has built up a good 
will of incalculable value to 
its representatives. 





In every community where 
the Company operates, when 
people think of the Peoria Life, 
they remember how promptly 
its death claims are always 
paid—how its agents render 
every assistance to benefi- 
ciaries — how settlements are 























Peoria Life Insurance Company 


PEORIA, ILLINOIS 








approved and checks mailed 
within 30 minutes after receipt 
of pre ofs. 

The name of the Peoria Life 
suggests to the public its un- 
usually liberal policies and 
benefits. It reminds them of 
its annual free health examina- 
tion. They think of its en- 
couragement and cooperation 
in keeping their protection in 
force, its friendly, helpful atti- 
tude, its interesting bulletins 
to policyholders and its Pol- 
icyholders’ Month. 


Every transaction deepens 
the impression that the Peoria 
Life is consistently giving a 
greater, broader service than 
was expected. Such a favor- 
able reputation for Service to 
Policyholders is one of the 
priceless assets of the Peoria 
Life agent. 
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Underwriting in 
Hard Times Told 


Present Day Problems of Selection 
Analyzed by A. J. 
McAndless 


WORK IS COMPLICATED 


Vice-President Lincoln National Gives 
Address Before Sectional Con- 
ference at Hot Springs 





A. J. McAndless of 
National Life recited some 
problems, which 


Vice-President 
the Lincoln 
of the underwriting 
have been projected in these hard times, 
before the western sectional meeting of 
his company at Hot Springs, Ark. Other 
executives on hand were 


home office 


Executive Vice-President F. B. Mead, 
Dr. W. E. Thornton, medical director, 
and W. T. Plogsterth, publicity direc- 
tor. 


There is an increasing percentage of 
unsatisfactory business submitted, he 
said. Agents, under economic pressure, 
he said, unconsciously lower their stand- 
ards as to quality of business. Persons, 
who have just been catapulted from a 
high economic state, are too easily in- 
duced to buy large amounts. It is dif- 
ficult to get a true picture of the finan- 
cial condition of such persons. Many 
reputedly wealthy people are in distress, 
unbeknownst to friends and acquaint- 
ances and it is often possible for them 
to buy amounts of insurance which 
would not be justified were their true 
condition known. 


Agent Is Uninformed « 


Very often, he said, the agent is not 
acquainted with the true finanCial status 
of the applicant and the facts are dis 
covered by the inspector. ~When Such 
applications are rejected, the agent is 
likely to feel aggriev ed and will be pare 
ticularly resentful if some other com- 
pany writes the business, acting on in- 
complete information. , . 

Sometimes the true condition is not 
ascertained by agent,or inspector and 
the business is accepted. Some of these 
applicants actually contemplate suicide, 
he said. Others know they are in fail- 
ing health, but by concealing past his- 
tories are able to pass the present form 
of medical examination and investiga- 
tion. Others have merely contracted to 


Make <z 4 2 . 
nake annual payments beyond their 
ability. . 

When the assured has contracted to 


by 
uy beyond 


his capacity to pay, the 
policy lapses, . 


tered on tl 3 1 om os ore : ance 
that is le large amount of insurance 
ters hi going to be lost and suicide en- 
{ts his consciousness. “I firmly be- 
lieve, Mr. McAndless said, “that large 
“mounts of insurance have been the 
Cause of many suicides. 
Rein istatement of 


A. policies of 
lose fortunes have 


vanished, 


men 
repre- 


(CONTINUED ON PAGE 19) 


Congress 


“marginal prospects,” and 
more time prospecting in the “inside 
circle,” V. B. Coffin, superintendent of 
agencies Connecticut Mutual, declared 
at the joint sales congress of southern 
Ohio and northern Kentucky life insur- 
ance men last week at Cincinnati spon- 
sored by the local association. 

Mr. Coffin said that although these 
“inside circle’ men are more receptive 
and humble than ever before, they are 
hesitating to take money from a check- 
ing or savings account and put it into 
life insurance, and therefore it is neces- 
sary to make more calls for the same 
results. 

By way of improving a sales talk or 
presentation, Mr. Coffin suggested that 
six questions be asked of it: 


Asks Six Questions 


“fringes,” or 


“1. Is my idea basic and am I really 
talking about a family income and a re- 
tirement income, or am I involved in 
frills and side-issues? 

“2. Are my opening remarks direct, 
straight-forward, not evasive? 

“3. Do I clearly picture the needs? 
Do I recognize the problem and make 
my prospect recognize it? 

“4. Do I frankly state the price— 
whether you call it ‘premium,’ or ‘cost,’ 
or ‘expense,’ or ‘deposit,’ there is a price 
attached; don’t be afraid to state it. 

“5. Do I employ visual methods? 
“6. Do I fight to get action?” 

Mr. Coffin said the agent’s job in the 


close is to bring the picture of the fu- 
ture down to the present where the 
prospect can look at it and balance the 


benefits obtainable in the future against 
the benefits to be obtained at present, 
with the same expenditure of money. 


Picture Policies in Action 


policies— picture 


‘See through your 
Cothn. "7 


them in action,” advised Mr. 
you have insurance contracts tiat will 
dé what you want done, you can sell 
those same kinds of contracts to other 
men to do what they want done.” 

The welcoming address was given by 
Howard Cox, recently elected president 


Union Central. He was followed by 
Mr. Coffin, C. V. Anderson, vice-presi- 
dent National Association of Life Un- 


R. B. Hull, general manager 
National association; Oliver Thurman, 
vice-president and superintendent of 
agencies Mutual Benefit, and Dr. R. G. 
Stott, author and lecturer. 

Mr, Anderson outlined provisions of 
the new Ohio personal property tax as 
applied to life insurance proceeds. 
Briefly, the tax provides that a life an- 
nuity, refund annuity, joint and survivor 
annuity or instalment options providing 
for ten years and life, or for ten years 
certain, are taxable at one-tenth of 1 
percent of the principal, if started since 
Jan. 1, 1932. If started before that time 
the tax is the same amount on the pres- 
ent worth of the annuity. 

On deferred annuities or survivorship 


derwriters; 


annuities, to take effect some years 
hereafter, there is no tax until the in- 
come begins. Then the tax applies as 
above. 


left at interest, 





When proceeds are 


Less time now should be spent on the 


Leaders Speak at Joint 
at Cincinnati 


the tax is 5 the income. If 
the interest option is followed by an 
instalment option, the present tax is 5 
percent of the income while on interest, 
and then one-tenth of 1 percent of the 
worth of the annuity at the time the 
instalment starts. 

Dividends are not taxed, even on paid- 
up policies. Disability income is not 
taxed. 

At the afterno a 


percent of 


session Mr. Hull 
spoke on “The Road Back to Security 
—the American Way,” the popular ad- 
dress which he has given far and wide 
in this country. 

“American life insurance,” he _ said, 
“more than any other factor, at the end 
of our next period of prosperity is go- 
ing to supply the cushion to absorb the 
shock of the next depression. Slowly 
but surely, this nation is coming to real- 
ize that there is no value in materials 
and products except as they find expres- 
sion in human activity—except as man 
is made secure in the enjoyment of 
things, all his increased income is fu- 
tile.” 
of Idea 


Mr. Thurman spoke on “The Essen 
tials of Success—Why People Buy.” 
He stressed that essential things are en- 
during things. He reviewed briefly the 

easy times” when underwriters would 
play a round of golf with a prospect 
and then write a policy as a casual in- 
cident, or would come to a man’s office 
and be given a policy because the pros- 


See Rebirth 


pect would rather “take on” another 
$5,000 or $10,000 than be interrupted 
for any length of time, but that now 
they must use the appeal “that there 


should be laid somewhere an anchor to 
windward; some sort of backlog to per- 
sonal independence.” 

He compared the panic of 1929 with 
that of 1837, saying that just as the 
panic of 1837 brought about the demand 
for something that would be secure; 
something enduring, and thus brought 


forth life insurance, born in answer to 
the people’s cry for something safe and 
enduring, so “this business which you 


represent is just as certain to have a 
rebirth as a result of the same economic 
situation as that which existed in 1837 


and which brought about its first birth.” 


Compares U. 8. With Russia 


He then compared conditions in this 
country with conditions much worse in 
Europe, citing as an example “the great 
nation of Russia, with its dynasty upon 
dynasty, never in its most affluent time 
reached by one-tenth the comforts and 
opportunities we have had and are still 
having in this depression; a great nation 
has been builded as the institution of 
life insurance has been builded.” 

The essential of success, Mr. Thur- 
man said, is to get back to the doing 
of things. He suggested that there are 
only four reasons why people buy life 
insurance: 


“1. Fear; the greatest motivating in- 


fluences in the world are fear and de- 
sire. When we buy because of fear, we 
buy for indemnity reasons. 

“2. Instinctive desire on the part of 
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Whispering Talk 
Having An Effect 


Vulnerable Points Are Sought for 
Attack on Number of 
Companies 


IS DESTRUCTIVE 


RESULT 


Public Confidence in Life Insurance Is 
Likely to Be Badly Impaired by 
Practice 


Conditions in the life insurance field 


are assuming a very interesting and in 
some respects a rather unfortunate state 
because business is hard to get, agents 


in the field are putting in their best licks, 


lapses are heavy because of financial 


conditions and loans on policies. Produc 


tion men are urging the forces forward 


at every turn. Therefore advantage is 


taken of 


business. 


every opportunity to stimulate 
While 
minded 
there is 


people are life insur 
to believe 
than a 


to pry 


ance and are willing 
that nothing more safe 
life insurance policy, it is difficult 

With banks 
reducing or 
dends defaults made on 
of various kinds, undoubtedly 


loose money. failing and 


passing divi 
securities 


corporations 
and 
the people 


are looking wherever they can for some 
thing secure and substantial Chey see 
in life insurance a safe and secure 


foundation. 


Hideous Form of Competition 


The so-called competitive 
looms up today in a more hideous form 
than it ever has. The whispering cam 
paign has become intensive Many 
agents are planting the seed of doubt in 
the minds of policyholders of a number 
of companies. Even the stronger 
are not unexposed to danger. The 


menace 


ones 
hinger 


of suspicion may be pointed at a com- 
pany from various standpoints. Some 
of its assets may be questioned. It may 
have shown a material decrease of in 
surance in force Its mortality may 
have been heavier Its surplus may 
have decreased It may have had ab- 
normal losses along disability lines. It 
may have had to take over a number ot 
farms by foreclosure It may own a 
large number of railroad bonds, or some 
sheet may have published an article 
subtly reflecting on a company All 
these various factors can be used to in 
fiuence a policyholder to cash in his it 
surance and take a policy in the com 
pany thet the agent represents 


Twisting Is at Its Height 


more twisting gomg 
This practice ts ac 
many policies are 
From all parts of 
reports of this com- 
petitive practice. The urge to get busi 
ness is tempting agents to employ 
methods that would be frowned upon in 
good times. Where.a company is vul 


Pr »bably there is 
on now than ever 
centuated because so 
heavily mortgaged 
the country come 
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Pesseen Is Announced for 


A. L. C. Medical Section 


IMPORTANT TOPICS LISTED 





Tentative Schedule Issued for Annual 
Meeting to Be Held at West 
Baden, Ind., June 7-9 


. 





Problems related to heart and blood 
vessels, to glucose tolerance tests, to 
fundus pathology, to cancer and to the 
medical examiner for life insurance are 
covered in the program for the annual 
meeting of the Medical Section of the 
American Life Convention, to be held 
at West Baden, Ind., June 7-9, as an- 
nounced by Dr. Frank Harnden, chair- 
man of the program committee. 

Dr. L. G. Sykes, Connecticut General 
Life, is chairman of the Medical Sec- 
tion; Dr. H. W. Dingman, Continental 
Assurance, vice-chairman, and Dr. M. 
I. Olsen, Central Life of Iowa, secre- 
tary. 

The tentative program follows: 
Tuesday, June 7 
Address by the section chairman, Dr. 

G. Sykes. 

Address by John M. Laird, Connecticut 
General Life, president American Life 
Convention. 

“The Value of Glucose Tolerance Test 
in the Evaluation of Life Insurance Ap- 
plicants,” Dr. H. J. John, Cleveland 
Clinic, Cleveland, O. 

Wednesday, June 8 

“Cancer Surgery,” Dr. J. B. Young, 
medical director Indianapolis Life. 

“Electrocardiograph and Its Applica- 
tion to Medical Underwriting,” Dr. D. B. 
Cragin, associate medical director Aetna 
Life. 

“Diastolic Blood Pressure,” Dr. C. N. 
McCloud, second vice-president and med- 
ical director Minnesota Mutual Life. 

“Medical Examiners,” Dr, J. O. Segura, 
vice-president and medica] director La- 
mar Life. 

The business session will be held the 
evening of June 8. 

Thursday, June 9 

“Ophthalmoscopic Fundus Pathology,” 
Dr. F. E. Burch, professor of ophthal- 
mology University of Minnesota. 

“Relationship Between Attending Phy- 
siclan and Insurance Companies,” Dr. C, 
W. McGavran, Columbus, O. 

As is customary there will be selected 
discussants for the various papers in 
addition to an open discussion of the 
various interesting life insurance medi- 
cal problems brought to the attention of 
the gathering. For many years this open 
forum has been an important feature of 
the Medical Section meeting. 


L. 


Hooper-Holmes Bureau Is 
Ready to Help Lindbergh 


NEW YORK, March 10.—The Hooper- 
Holmes Bureau has sent a bulletin to 
all inspectors urging them as a volun- 
tary duty to familiarize themselves with 
all details of the Lindbergh kidnaping 
case and forward to the executive office 
any information that might come to 
them which might have a bearing on 
the case. The bulletin was sent out 
with the idea that the bureau’s inspec- 
tors are trained to constant observation 
and to the intelligent analysis of facts 
and information. 


Form New Agency Association 


J. M. Heale, F. H. McLean and J. G 
Taylor, Toronto; W. O. Lockhead, 
Kitchener and M. M. Todd, Galt, have 
been elected by ballot from the agency 
force of the Mutual Life of Canada to 
comprise the executive committee of a 
new agency association formed recently 
by that company. They will act as inter- 
preters of agency matters to the head 
office and will be an agency advisory 
body on matters of company policy. The 
agency superintendent will represent the 














company on the committee. 





Fifteenth Year 

























































EARL A. EIDE 


The 15th anniversary of Manager 
Earl A. Eide of the Prudential’s agency 
at St. Paul, was. celebrated last 
week. The guest speaker was ex-Gov- 
ernor Theo. Christenson. March was 
set aside as Eide month and it is antici- 
pated that this agency will produce the 
largest volume in its history in a single 
month, The annual school was held the 
last week of February, there being 56 
new men enrolled. The St. Paul office 
has branches at Rochester, Austin, 
Mankato, Montevideo, St, Cloud and 
Fergus Falls. 








Court Says Insured Must 
Act to Minimize Disability 





The West Virginia supreme court in 
Cody vs. John Hancock has held that 
a claimant for disability benefits must 
act reasonably to minimize the disabil- 
ity. Cody was advised by his physician 
to have his diseased tonsils removed, 
and to get dental treatment for infected 
teeth but Cody delayed the repairs for 
about nine months. 

The question was whether it was 
Cody’s duty to submit to the treatment 
promptly or whether he could postpone 
acting on the advice of his physician and 
claim disability benefits under the policy 
for an indefinite period. 

The evidence, according to the su- 
preme court, discloses that the surgical 
treatment to which Cody should have 
submitted promptly is ordinarily un- 
attended by great risk. Cody’s conduct 
was not in accord with the duty he 
owed the insurance company if he was 
expecting it to underwrite his disability. 

Ordinarily, the question of duty of 
plaintiff to submit to surgical treatment 
to minimize damages is for jury de- 
termination. That which is ordinarily a 
question of facts may become one of 
law for the court if the facts are clear. 
Here, they are clear. 

Cody’s claim to the full eight months’ 
period cannot be sustained in law. 
While the John Hancock was not en- 
titled to a directed verdict as requested. 
it was nevertheless entitled to have its 
liability limited to such period wherein 
Cody’s disability, if it in fact existed, 
would not probably have been relieved 
even if Cody had acted promptly on his 
physician’s advice. Judgment for Cody 
is reversed and a new trial is granted. 


New Juvenile Policy 


The Great American Life of San An- 
tonio announces a new regular juvenile 
policy, with graded benefits to age 5. 


Headquarters at Louisville—May 
Move Security’s Offices 


M. J. Dorsey, head of the Northern 
States Life of Hammond, Ind., Security 
Life of Chicago and Keystone Holding 
Company, is now president also of the 
Inter-Southern Life of Louisville. He 
fills the position left vacant by the resig- 
nation of C. G. Arnett, who for a few 
weeks had the title of chairman of the 
board and is now agency director. 

Austin Kinnaird of the Booker & Kin- 
naird agency of Louisville has been 
elected chairman of the board. Mr. Dor- 
sey is expected to establish more or less 


permanent headquarters in Louisville 
now. Since the Security Life bought 
the Inter-Southern with its large in- 


terest in the Missouri State, Mr. Dorsey 
and his colleagues have been pretty 
much on the move, having headquarters 
in the Biltmore hotel in New York, the 
Security Life office at Chicago, at St. 
Louis and Hammond. In addition, ex- 
cursions have been made in various 
other parts of the country. The head 
office of the Security Life may also be 
moved to Louisville. 

S. J. Schneider of Louisville has been 
elected to the board of the Inter-South- 
ern to succeed M. W. Heitzeberg, for- 
merly a vice-president, who resigned. 
Mr. Schneider is executive manager of 
the Louisville Credit Men’s Association. 

An official statement from the pub- 
licity office of the Security Life points 
out that the companies affiliated with 
the Dorsey organization now control 
about $1,650,000,000 of insurance in 
force. “In this group,” according to the 
statement, in addition to the I[nter- 
Southern, Northern States Life of Ham- 
mond and Security Life are the Mis- 
souri State and the Southwestern Life 
of Dallas. “This organization has been 
brought about in less than eight years,” 
the statement declares. 

The statement also recites something 
of Mr. Dorsey’s history. He started in 
fire insurance at Columbia, Mo.. later 
making connections at Kansas City and 
Chicago He sold out and in 1924 
started in life insurance by acauirine an 
interest in the old Tnternational Life & 
Trust of Moline. Ill. He later obtained 
control of the Crescent Life of Indian- 
apolis and the two compan‘es were 
merged. At that time the Kevstone 
Holdine Company was formed. “which,” 
according to the statement, “is not a 
financing agency but purely a holding 
comnanv.” 

The Northern States was bonght in 
1929 and the business of the Crescent 
reinsured in it. In 1930 the Keystone 
purchased the Securitv Life and subse- 
auentlvy the Reinsurance Tife, the busi- 
ness of which w2s recently taken over 
bv the Lincoln National. 





| 





Tn the fall of 1930, the control of the 
Inter-Southern Tife was -cauired. “Tt 
owns 30 percent of the Missouri State 
Life.” the statement declares, “which in 
turn had contracted to brv the South- 
western Life of Dallas. Approximately 
three-fifths: of the purchase price has 
been paid.” 


Leaders in Persistency 


Clyde Chaddick, San Antonio. Tex., 
led all the field men of the Lincoln 
National Life in persistency of busi- 
ness in 1931. In spite of the stress of 
the times and a number of large noli- 
cies and a sizeable volume of business 
exposed, Mr. Chaddick’s lapse rate was 
but 3.2. R. Weitzel, Columbus, O.. was 
runner-up in this classification with a 
lapse rate of 5.3. J. M. Hubbard, Los 
Angeles, was third with 6.3 


Dorsey Inter-Southern Head, | New York Sales Congress 
Kinnaird Board ee 


Has Responsive Audience 
SUCCEEDS CARY G. ARNETT| PRODUCERS EAGER FOR IDEAS 


New President Expects to Establish | Ten Five-Minute Talks in Afternoon 


Make Big Hit With Record 
Crowd 





NEW YORK, March 10.—A record 
attendance of producers, eager for new 
ideas and inspiration, gathered here to- 
day for the annual sales congress under 
the auspices of the New York City Liie 
Underwriters Association. 


One of the most attractive features 


| was the hour in the afternoon devoted 





to ten five-minute sales talks by promi- 
nent life men, most of whom have been 
in the business only a few years. 
These talks took the place of the open 
forum which has been held at past con- 
gresses. With attendance so large of 
late years it has been difficult to kee 
the free and informal aspect of the open 
forum without wasting much time. 


Paret, Sumner in Skit 


A skit, “Sales Resistance Demonstra- 
tion,” by L. F. Paret, general agent at 
Philadelphia for the Provident Mutual 
and E. R. Sumner, also with the Provi- 
dent Mutual in Philadelphia, provided a 
humorous interlude which was none the 
less effective in bringing out sales 
points. 

Addresses were given by H. J. John- 
son, general agent in Pittsburgh of the 
Penn Mutual Life; R. C. Ellis, general 
agent here of the Home Life of New 
York; Albert Hirst, counsel of the New 
York State Life Underwriters Associa- 
tion, and W. B. Bailey, economist oi 
the Travelers. Five-minute talks were 
given by C. B. O’Connell, Aetna; E. V 
Carbonara, State Mutual; J. H. Brady, 
Guardian; F. L. Lane, Home Life; W 
M. McDaniels, National of Vermont; 
F. U. Levy, Penn Mutual; R. J. Mam 
heimer, Equitable; A. V. Youngman 
Mutual Benefit; G. L. Hill, Northwest- 
ern Mutual; N. M. Way, Canada Life 


The First Dozen 


C. D. Connell, general agent of the 
Provident Mutual, in his address of wel- 
come spoke briefly on “The First 
Dozen,” referring to the twelve sales 
congresses of the association. 

Tonight at the annual banquet the 
speakers will be Lowell Thomas, we! 
known lecturer and radio speaker, and 
Frederick Richardson, United States 
manager of the General Accident. 

Mr. Ellis told the congress that the 
greatest problem of many agents is fear 
He repeated to considerable extent his 
remarks at the sales congress in Colum: 
bus, O. He advocated devotion to tht 
idea of confidence and success, relegat- 
ing the idea of fear to the backgroun¢ 

Mr. Johnson’s Theme 


Mr. Johnson delivered the inspite 
tional theme, which he has been givié 
in various parts of the country. As i 
his talk before the executive commiuttet 
of the National Association of Life Us 
derwriters at Chicago, he said that, e 
though the immediate present presea® 
many obstacles to agents, the horizo! 
is exceptionally bright and the next ive 
years promise great reward. People 
have learned the value of life insurance 
and ali that is needed is a restoratio® 
of the capacity to buy. e 

Life insurance is the only inv estmen 
over which a man may retain comp!® 
control during his lifetime while hold- 
ing it free from the claims of creditor 
and which his beneficiaries may ho! 
free from the claims of their creditors 
except in an action for necessaries = 
nished them. That was the message ' 
Mr. Hirst. a 

In order to provide for dependents 
with other forms of property, ownet 
must surrender their power ol dispov* 
tion or hold the property subject to ™ 

(CONTINUED ON PAGE 9%) 
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Must Recognize 
Present Trends 


Dern of Lincoln National Declares 
Modern Conditions Must Be 
Seen Clearly 


URGES MEN TO MARCH 


Tells About the Remarkable Achieve- 
ments of Life Insurance in Day 


of Storm 
\. L. Dern, manager of agencies of 
the Lincoln National Life, calls atten- 


tion to the fact that last year the life 
ompanies in this country added nearly 
ne and one-third billions to their as- 
This exceeded the average annual 
1923 


sets. 
ncrease for the eight years from 
to 1930. It was only 17 percent less 
than the increase in 1928, which was the 
year of greatest growth. The growth in 
assets, of course, means that hundreds 
of millions were invested in life insur- 
ance. This great sum, as Mr. Dern 
points out, served as a stabilizing power 
in the midst of the financial storm. 
Gossip 


Warned as to 


trying to 
financial 
which 


He warned agents against 
point out weaknesses in the 
statements of life companies 
probably show in certain cases unfavor- 
able aspects but which with time and 
good management can be overcome. 
He said that untold damage, grief and 
hardship can follow in the wake of 
thoughtless yet destructive gossip. The 
life business, he said, has been sin- 
gularly free from questioning and 
doubt on part of the public. Mr. Dern 
said that the institution of life insurance 





s greater than any organization, com- 
pany or individual. This is a time, he 
declared, when life men should be real 


and true sportsmen. 

Some Lincoln National agencies made 
great progress last year, he said, in 
spite of obstacles. One agency paid 
lor nearly $2,000,000 from its new or- 
ganization, more than any other agency 
ever did produce from that source. An- 
ther showed a gain in paid business of 
more than 33 percent over 1930. 

Must Build on Present Conditions 


The successful life man today, he 
said, must accept present conditions and 
obstacles as normal and build on that 
basis. As he said, “He must no longer 
await inspiration. He must pursue per- 


‘piration.” These times, he declared, 
Ostitute a test of salesmanship and 
t the salesman’s adaptability to new 


conditions Mr. Dern said: 
| Haven't we been thinking in terms 
talse 


values, inflated opinions of 
stocks, bonds, investment trusts, stock 
pur chase agreements, and other high- 
sounding financial terms? Why the 


very fact that we have been spending 
< much time trying to post ourselves 
rac kop. might talk glibly about inheri- 
brackets, sf gift taxes, income taxes, 
applied « and all that lingo, that really 
m even in the heyday of our spec- 
‘ative spree to but comparatively few 


Prospects, is evidence of our false 
Standards, 


Forgotten Some Words 


ma. afraid we have forgotten such 
morten as home, children, education, 
dow, age coverage, father, mother, wi- 
iscard — It is high time that we 
stocks nis false language of bonds, 
taxes,” investment trusts, inheritance 

*, and other high-sounding but 

(CONTINU ED ON PAGE 9) 





Notable § Sen —— at 
Columbus, O., Sales Congress 





SEE BIG DAYS JUST AHEAD 


W. B. Bailey, R. C. Ellis, V. B. Coffin 
and A. G. Borden Are Headliners 
at Central Ohio Sessions 





COLUMBUS, O., March 10.—Speak- 
ers at the central Ohio sales congress, 
held in Columbus under the auspices of 
the Life Underwriters Association of 
Columbus all declared that good times 
are near at hand and that the life insur- 
ance man who can not “cash in” in the 
next two years would better seek other 
employment. The lesson taught by the 
faliing prices of stocks and bonds, they 
declared, should make the selling of life 
insurance, both as a protection and in- 


INSU R. ANCE 


| 





vestment, easy. 
Dr. W. B. Bailey, Travelers econo- 
mist, asserted that within two years | 


means will be sought to put a brake on 
rising prices. He declared that evi- 
dences of business revival may be seen 
on every hand. Dr. Bailey traced the 
evolution of life insurance and said the 
stock market crash dramatized the value 
of investment life policies. 

Salesman Must Banish Fear 

C. Ellis, general agent Home Life, 
York, declared that life insurance 
“Of all the forces 


New 
men must banish fear. 
with which a salesman must contend,” 
he asserted, “the emotion of fear, or the 
Black Shadow, is the most destructive 
and the most inimical.” Ninety percent 
of the things that people are afraid of, 
he continued, do not exist. The life in- 
surance writer, he said, who concen- 
trates on his work has not time to 
worry about things that may never hap- 


pen. Honest, intelligent effort, he de- 
clared, is never wasted. 

V. B. Coffin, superintendent of agen- 
cies Connecticut Mutual, said the life 


underwriter must picture the case more 
vividly hereafter and must point out the 
needs more clearly. He asserted that 
life insurance will be easier to sell, be- 
cause it has stood the test in the present 
depression, but money may be harder 
to get. 
Should Seek Young Men 

Equita- 
insur- 


vice-president 

York, said life 
ance men should now seek the young 
men and women as _ prospects, and 
young men upon whose shoulders have 
fallen the burdens of taking care of the 
family. Discussing the “Art of Persua- 
sion,” Mr. Borden told of various plans 
for winning the attention of a prospect, 
arousing his interest and finally induc- 
ing him to buy. If a life insurance man 
is not thoroughly sold on his job, he } 
asserted, he should get out of the busi- 
ness. In other days, Mr. Borden de- 
clared, people who had money bragged 
about it; now it is the people who do 
not have money that are doing the talk- 


A. G. Borden, 


ble Life of New 
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Official Explains 
New Eye Policy of 
National Standard 








Robert Broussard, vice-president of 
the National Standard Life and Na- 
tional Standard Accident of Houston, 
explains some of the features of the un- 
usual eyesight policy, which was origi- 
nated under his direction and is being 


sold under a systematic campaign by 
the National Standard group. 
Mr. Broussard claims that the Na- 


tional Standard is the first organization 
to calculate a blind mortality table. The 
calculations, he said, required much 
time and the necessity of gathering in- 
formation from foreign countries. 

The National Standard is now in pos- 
session of tables indicating the mortal- 
ity of the blind. This is of great im- 
portance, because when the benefits are 
payable monthly, it is necessary to know 
the probable duration of the annuity 
period. 


Cnwritten Provision 


Mr. Broussard says that there is an 
“unwritten provision” in the contract 
providing that the company, in lieu of 
paying a pension for blindness, would 
be willing at a reasonable cost to act to 
cause the preservation or recovery of 
eyesight. 

A $2 reserve is being set up on each 
policy, to create a fund for the estab- 
lishment of a well equipped eye clinic. 
From time to time, pamphlets will be 
issued to policyholders advising eye ex- 
ercises, washes and care. 

Although the policy has 
able for only about 40 days, Mr. Brous- 
sard says that more than 100 agents 
are reporting to the company. The 
agents are enlisted from professional 
and high grade business men, who are 
now on the bargain counter. 


been avail- 


Units in Various Cities 


Standard 
cities, he 
and a liai- 
officials ol 


Each unit in the National 
organization in the various 
says, has a franchise officer 
son officer acting between 
industries and the National Standard. 

Officials of industries are interviewed 
and franchises drawn whereby the liai- 
son officer in charge of 10 to 25 men 
solicits the employes. 

Some executives are willing to pay the 
first, second, or third monthly premiums 
for the employes. 


A $100 premium is charged for the 
policy, which may be paid in a lump 
sum or divided into as many as 20 


monthly payments. It pays an annuity 
of $100 a month for blindness. 


ing. The man with money is saying lit- 
tle. That is the man that should be 
sought by the life underwriter, he con- 
tinued, for there is plenty of money to 
be i and this is “a wonderful time 





Trust Officer Is 
Not Pessimistic 
Finds 


Unsatisfactory But Hope 
Now in Sight 


Life Insurance Situation 


PEOPLE MORE CHEERFUL 


Substantial Sum of Life Trusts Being 
Cancelled, Chicago Banker Tells 
Cc. L. U. Club 


The country is going to work out 
of the depression into something better, 
although slowly; a great many under- 
lying conditions have been cleaned up 
for some kind 


yet this 


of re- 


not 


and the 
turn to 
mean that in an appreciably 


stage set 
normalcy, does 
short time 
people are going to be able to 
their life any better or take 
new insurance in any greatly increased 
amount, J. C. Mechem, vice-president 
and trust officer First Union Trust & 
Savings Bank, Chicago, and past presi- 
dent, trust division American Bankers 
a told the Chicago chapter of 
ie Ee 


carry 
insurance 


Earnings Up Slightly 


However, earning capacity has im- 
proved slightly. There is going to be 
an improvement in the security market, 
which apparently already has started, 
and that may be expected to cause an 
improvement in the commodity market, 
Mr. Mechem said. None of these ne- 
cessarily means increased public income. 
It is felt incomes are going to improve 
largely after there has been a sustained 


improvement in se~>ral business, he 
Said. 

Mr. Mechem said the condition prob- 
ably will continue for some time in 


which the people will be hard put to pay 
their life insurance premiums, They will 
be chary of borrowing. A thing that 
has pressed the entire country down is 
the terrific burden of debt. 


Decrease in’ Sales 
Life insurance men are wp against 
some decrease in the buying of life 


insurance, he said, but this is something 
that they cannot help. It is an inevit- 


able result of the stock crash and de- 
pression. Life insurance men _ should 
keep their heads and not be unduly dis- 


turbed over the situation. It will right 
itself in time. One thing is certain, the 
people feel a great deal better. 

Mr. Mechem said that there has been 
a substantial amount of life insurance 
trusts on the books of trust companies 





for the life insurance business.” 


(CONTINUED ON PAGE 9%) 
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Gain Prem. Total Benefits Total 
Total New Bus. Ins. in Force in Ins. Income Income Paid Disburse 
Assets Capital Surplus 1931 Dec. 31,1931 in Force 1931 1931 1931 1931 
$ § g ' f $ $ $ $ 
a a 433 2,136,738 11,237,439 —-2,635,456 242,978 56,908 333,646 
Carolina Life , 703 17,569,190 23,519,778 1,458,367 1,044,607 359,829 985,494 
Cornbelt, Neb. ..... 753 16 1,607,100 1,607,100 1,607,100 132,407 27 120,496 
Durham Life, N. C...... 200,000 228,495 24,614,794 37,019,399 —4,590,342 1, 2,081,658 890,499 1,850,948 
Home Friendly, Md...... ones 885,014 15,331,877 19,834,775 1,042,832 1 ,559,6567 717,300 1,518,226 
Independent, Tenn 00,000 112,730 *17,500,000 35,113,399 10,500,000 801,610 188,137 769,139 
SS eee 00,000 108,412 3,414,369 22,191,540 171,905 718,383 1,088,748 436,226 817,173 
Mo. Valley, Neb 98, 38,203 364,100 1,718,200 6,300 26 000 31,780 
Mutual Life, N. Y¥...... o" 106,236, 049 esesecece 63,030,590 365,818,680 4,450,294,284—13,983,785 ,839 182,272,615 
North American, Can.... 46,809,124 ..... = 4 474 26,217,248 194,794,077 3,131,428 5,030 8,099,178 
POOOGN, DUG, ccsapccesac 431, 385 150,000 23 8,831 1,700,634 254,262 27,839 179,619 37,185 132,604 
Policyholders Natl, S. D. § 23,782 3,158,500 9,886,688 1,571,675 249,318 292,137 86,981 192,899 
Pyramid Life, N. C 300 45 3 241,463 417,500 Gea § -enééeeee  sennsace ae p»eanecee 44,069 
Scranton Life, Pa....... 9,86 5,996 340,000 3 6,186,620 42,103,595 1,309,233 1,248,998 1,878,182 1,146,496 1,670,991 
Southland, Tex. ......... 20,321,820 00,000 602,079 20,874,276 144,305,950 9,115,151 3,694,217 5,709,327 2,804,345 4,422,230 
Teach. & Ins. Ann., N, Y 29,183 500,000 2,966,520 6,679,185 43,184,074 5,569,886 4,882,972 6,402,466 530,324 1,016,304 
Unionaid Life, Ark...... 40, 10,000 2,887 989, 074 —~2,364,918 210,751 212,394 100,195 211,041 
Volunteer State.......... 23,907,506 1,250,000 500,000 145,25 356 146,201,871 3,846,410 13,478,589 3,755,721 5,452,680 
*Inc luding health and accident. ?Founder’s fund, tIncludes reinsurance, 














Linton Tells His General 
Agents Home Stretch Near 





LAST MILE IS THE HARDEST 













Provident Mutual Head Encouraged by 
Aggressive Steps Taken to Restore 
Confidence 





. 







Belief was expressed by M. A. Linton, 
president of the Provident Mutual, that 
the point in the depression now 
reached comparable to the point before 
the last mile or two in a long race. The 
home stretch in sight and those 
struggling amid despair and discourage- 
ment should take courage, he said. This 
was part of his message to general 
agents of the Provident Mutual 
vathered at St. Petersburg, Fla. 

The country on a sound currency 
basis today, he said, and there is little 
likelihood that an attempt will be made 


is 


Is 


1s 


to resurrect the silver coinage issue of 
the 1890's. Steps towards strengthen- 
ing the banking system with its many 


smal! banks have been taken. Although 
10 percent of the banks closed in 1931, 
their deposits represented less than 4 


percent of the total deposits in the 


country 
Four Billions of Gold 


The country has come well through 
the strain caused by Great Britain’s 
suspension of specie payments, Sept. 21, 
1931. The country still has over four 
billions of gold left. 

As to the railroads, it would require a 
stupendous capital outlay and vast oper- 
ating cost to carry any large proportion 
of freight by truck. Railways can do 
much to develop their own door-to-door 
service. Government agencies are sym- 
pathetic and ready to equalize the bur- 
dens now bearing unevenly on the rail- 
roads. The Reconstruction Finance 
Corporation extending financial as- 
sistance. In the 1890's, 25 percent of 
all railway capital was in the hands of 


18 


receivers, he said. In the 70's, 40 per- 
cent was in the hands of receivers, 
while today it is only about 5 percent. 


The Reconstruction Finance Corpora- 


tion and the Glass-Steagall amendment 
to the federal reserve act liberalizing 
the rediscount and lending functions of 
the federal reserve system, he said, 
should go a long way toward starting 
the country on the road to recovery. 


Confidence Key Log 


Confidence is the key log in the pres- 


ent jam, he said. Confidence is inspired 
in the knowledge that good collateral, 
for example, good bonds or good mort- 
gages, can be used to obtain cash when 
needed. If the banks know that they 
can obtain that cash on such collateral 
they will be willing to assume their 


normal functions. Business men will be 
willing more freely to apply for loans. 
Individual customers will be willing to 
spend money. Commodity prices will 
begin to rise. 

‘The country has passed the Pollyanna 
stage of “prosperity just around the 
corner,” he said, and is doing some- 
thing to repair the damaged financial 
system. Had action been taken last 
summer, a vast amount of loss and suf- 
fering might have been avoided, he said. 

Mr. Linton was not altogether pessi- 
mistic as to foreign bonds. A large pro- 
portion of foreign securities will eventu- 
ally be paid, he predicted. The amount 
of money that is owing to this country 
not overwhelming when compared 
with the national income of the United 
States. 

Rearing of tariff walls has been re- 
tarding prosperity. He predicted that 
the tariff fever will run its course and 
there will be a world wide economic 
conference. The lesson will be learned 
that the greatest prosperity comes when 
ail countries cooperate to restore and 
maintain prosperity. 
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| Life Office Sueaanenent 
Spring Program Announced 


TO MEET IN N. Y. APRIL 28-29 


Agency Accounting and Field Auditing 
Is General Topic of the 
Conference 


“Agency Accounting and Field Audit- 
ing’ is the subject of the spring con- 
ference of the Life Office Management 
Association, which is to be held in New 
York April 28-29. Constructive office 
economies will be emphasized. Plans 
for the administration and record keep- 
ing activities in branch offices will be 
presented. F. L. Rowland, Lincoln 
National, is secretary of the association. 

The general committee consists of 
W. D. Holt, assistant secretary Provi- 
dent Mutual, chairman; S. R. Smith, 
auditor Penn Mutual; F. R. Gale, comp- 
troller Continental American, and J. J 
Klingenberger, assistant secretary and 
auditor Lincoln National. 

Smith to Preside 


Mr. Smith will be chairman of the 
morning session, April 28. At that ses- 
sion a committee will report on consoli- 
dating premium collections and related 
activities in metropolitan areas. Among 
the subdivisions of the topic are: Effect 
on field offices and home offices; inves- 
tigating the preliminary steps leading 
up to such a centralization of collec- 
tions; advantages that may be expected 
from this method of collecting; changes 
in management, home office procedure 
and field office service that may be ex- 
pected to result; general services that 
such a centralized office might furnish 
to policyholders; economies in_ time, 
clerical forces and mechanical equipment 
made possible by volume of centralized 
work; use of tele- -typewriter as an aid 
to efficient service over an extended 
field; organization of a centralized office 

to records and service. 

The committee on that subject con- 
sists of Mr. Smith, R. A. Taylor, as- 
sistant chief accountant Sun _ Life; 
Henry Bossert, Jr., manager conserva- 
tion and research Provident Mutual, 
and P. Kelley, field supervisor Home of 
New York. 

That afternoon Mr. Gale is the chair- 
man. The topic is “Systematizing Work 
in the Agency,” 
cussion are: Form of cash book and 
ledger to be kept in agency offices; 
method of determining income tax for 
general agents and branch managers; 
records for keeping paid- for business 
and renewal earnings; age change rec- 
ords; 
agency offices; 
spondence. 

The committee on that subject con- 
sists of Mr. Gale, P. D. Miller, comp- 
troller’s department Connecticut Gen- 
eral; O. D. Newton, assistant secretary 
London Life, and Floyd Zukswert, ac- 
counts department Mutual Benefit. 

Mr. Klingenberger is chairman of the 
session the morning of April 29. 
“Agency Auditing and Instruction of 
Field Accounting Forces” is the sub- 
ject, which is divided into the three 
principal subdivisions of auditing done 
at branch office; general agents’ ac- 
counts and supervision of agency offices. 
The committee consists of Mr. Klingen- 
berger, F. S. Forbes, auditor of agency 
accounts Connecticut Mutual; N. P. 
Wood, secretary State Mutual; W. H. 
Vogan, agency accountant Manufactur- 
ers Life, and D. N. Clark, auditor 
Phoenix Mutual. 

Mr. Holt is the chairman of the 
noon session, April 29. 


as 


supervision of corre- 


after- 


Opens Life Department 
The Fiedler Corporation of Newark, 
one of the largest real estate organiza- 
tions in northern New Jersey, has es- 
tablished a life insurance department, of 
which W. H. Kierstead has been made 
manager. 
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A, J. McANDLESS 


A. J. McAndless, vice-president Lin- 
coln National Life, in his talk te agency 
conventions of that company gave one 
of the most analytical presentations of 
life underwriting problems. Mr. McAnd- 
less is a clear speaker who penetrates 
into the very internals cf his — 


Datvenest F ae Denson 
More Popular with Public 


The Equitable Life of New York 
states that one of the striking features 
brought up by investigations made in 
recent years into the financial status 
of persons living at ages beyond the 
usual working time limit is the large 
proportion that are dependent for ex- 
istence on either relatives or charity. 
Many men approaching age 65 forced 
into permanent retirement have not 
sufficient means to support them for the 
rest of their lives. This condition has 
brought to the front various pension 
and retirement plans. Naturally the life 
companies have come to the front with 
annuities and other old age provisions. 
Many retirement annuities have been 
| purchased during the last two years. In 





case of the Equitable the ‘average age 
at issue is about 41. The majority of 
| men buying annuities had some form 


of insurance. The endowment annuity 
at age 65 is regarded by the Equitable 
as an admirable contract for those that 
are seeking retirement funds. 


Must Return Premium Paid 
After Sentenced to Prison 


The Ohio court of appeals, Franklin 
county, has rendered a decision against 
the American Insurance Union in liti- 
gation involving that section of the A. 
I. U.’s constitution and by-laws which 
provides for forfeiture of insurance of 
any member who is finally sentenced by 


any court of record for any crime pun- 
ishable by imprisonment in a peniten- 
tiary or state prison and which fur- 


ther provides that the A. I. U., accept- 
ing any premiums after such sentence, 
shall be liable only for the return of 
such premiums. The case was Amer- 
ican Insurance Union vs. Buckley. 
| Buckley was convicted of a felony in 
the U. S. district court, March 13, 1929. 
| The United States circuit court of ap- 
peals affirmed the conviction, Nov. 5, 
1929, and Nov. 8, Buckley was com- 
mitted to the penitentiary. 
Between May 13 and Nov. 
paid premiums aggregating $502. 


5, Buckley 
The 


A. I. U. refused to return those pre- 
miums with interest. 
The question is whether the term 








Sees M. D. Between Medical 
Test, Delivery; Policy Void 


U. S.. HIGH COURT DECISION 


Cancellation Effective Although Ailment 
For Which Doctor Was Consulted 
Did Not Cause Death 


Whether a life insurance policy be- 
comes void for misrepresentation if the 
insured accepts the policy after having 
consulted a physician between the time 
of his medical examination and the time 


he received the policy, is the question 
in the case of R. W. Hurt vs. New 
York Life which the U. S. Supreme 
Court has declined to review. 

The medical examination took plac 
April 12, 1924, and the policy was de- 


livered May 6. Between these days the 
insured was treated by a physician for 
a supposed bladder trouble and Jun 
29 died of cerebral hemorrhage. 

The evidence showed that death was 
not caused by the bladder disturbance 
The beneficiary, therefore, argued that 
the policy should not be cancelled be- 
cause under the laws of Kansas, n 
misrepresentation may be deemed ma- 
terial or render a policy void unless the 
matter misrepresented actually contrib- 
uted to the contingency on which th 
policy was to become due and payabk 

The circuit court of appeals for the 
10th circuit held, however, that the pro- 
vision of the Kansas statute was in- 
applicable to the type of misrepresenta- 
tion which was merely a condition t 
the delivery and effectiveness of th 
policy. 


“finally convicted” applied to the deci- 
sion of the United States district court 
or the circuit court of appeals. 

The Ohio court of appeals held that 
there was but one sentence of Buckle 
which was the final sentence and it was 
pronounced as of date March 13, 1929 
Contention of the American Insurance 
Union was over-ruled that the language 
“and who has been finally sentenced by 
any court of record,” refers to the tim 
when the judgment of conviction ha: 
been finally determined as valid an 
binding and that in this case it refers 
to the time when the last court to whic! 


error was prosecuted had by its judg- 
ment affirmed the conviction and sen- 
tence of the trial court. 


J. F. Runyan, Joseph Dickman 


The Provident Life has opened 
Fargo agency in charge of J. F. Run 
yan and Joseph Dickman, both former 
at the home office. Mr. Dickman is de- 
velopment supervisor and Mr. Runya! 
general agent for North Dakota. 


——_ 








Vote on Amendment in 


National C. L. U. Group 


A straw vote now is being con- 
ducted among members of the 
National chapter of C. L. U. to 
decide whether an amendment 
shall be added to the constitution 
and by-laws creating new classi- 
fication of associate member for 





the benefit of underwriters who 
have successfully passed their 
C. L. U. examinations but have 
not yet met the additional require- 
ment of three years’ actual field 
sales experience in life aa 
The Chicago chapter of C. L 
is credited with having initiated 
this class and now has three asso- 
ciate members, who are not, how- 
ever, entitled to national chapter 


voted on is calculated to remove 
that bar. 
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privileges. The amendment being FD 
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Life Company Soundness 


F. J. Travers, manager of investment 
research of the Lincoln National Life, 
in an address before agents, calls atten- 
tion to the fact that since 1906 only six 
legal reserve life companies have failed 
and in these cases no policyholders lost 
anything. The failures were due to bad 
underwriting as much as poor invest- 
ments. Mr. Travers calls attention to 
the system by which the life insurance 
institution is made so solid. During 
1907, 1914, 1921 and 1931, when mor- 
tality in other types of financial insti- 
tutions was heavy, life insurance stood 
the onslaught. This he declared is not 
accidental. There are definite reasons 
why it did stand up. 

Mathematical Exactness Shown 


One, he says, is the mathematical ex- 
actness upon which life insurance oper- 
ates. Another is the careful legal re- 
strictions on company operations with 
constant scrutiny.by state insurance de- 
partments. In some states life com- 
panies must keep on deposit with the 
state, securities equal in value to the 
policy reserves. The fourth reason is 
the diversification of invested funds not 
only as to kind of security but also as 
to maturity. Another reason is the very 
conservative interest rate which is as- 
sumed in computing the reserves and 
which is earned by a wide margin. Still 
another is that the policy reserves are 
generally over stated in the sense that | 
actual mortality usually ranges from 
only 50 to 65 percent of the assumed in 
calculating the reserves. It is for this 
reason that the few companies which 
have failed have found companies ready 
to reinsure them even though their sur- 
pluses may have been lost. 

A seventh reason is the large excess 

f income over disbursements. From 





Woollen Joins Ohio State 
Life in Agency Department 


Wilbur V. Woollen, who has been 
assistant in agency work for the Provi- 
dent Life & Accident of Chattanooga, 
has joined the Ohio State Life as as- 
sistant field superintendent. He _ will 
work under the direction of Frank L. 
Barnes, agency vice-president, who re- 
cently left the Provident Life to join 
the Ohio State. Mr. Woollen has had 
much experience in agency work, having 
previously been associated with the 
travelers and Connecticut General. 








Juror Sells Attorney 
Policy; to Retry Case 


LITTLE ROCK, ARK, 
March 10.—Because one of the 
jurors sold the successful attorney 
an insurance policy during the 
trial of the case, the Missouri 
State Life has been granted a new 
trial of the case brought against 
it by Theo Tharp. 

Tom Poe, attorney for Tharp, 
admitted that he had paid for 
$10,000 insurance from Norman 
Beller, a member of the trial jury, 
but testified that it was after the 
verdict against the company for 
$2,490 under a group policy. 

Beller said that the transaction 
had not had any influence on his 
verdict. The court said that he did 
ne believe that either Beller or 
a transacted their business 
> use of the trial, but he felt 

t the transaction might unin- 
tentionally influence the jury. 
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1904 to the end of 1930, disbursements 
of all kinds varied from 64 to 72 percent 
of the aggregate yearly income. Nearly 
all obligations are easily met from cur- 
rent income and therefore companies do 
not have to sell assets already owned. 
The fluctuations in the market value of 
securities owned by life companies do 
not affect their ability to meet their ob- 
ligations. This, Mr. Travers says, is 
fundamental to any explanation of the 
unquestioned safety of life insurance. 
Fluctuations are a problem only in re- 
gard to valuations for annual statement 
purposes and have no bearing on ability 
of the companies to meet their obliga- 
tions. Special valuation methods were 
employed in 1907, 1917, 1918, 1919, 1920 
and 1921 by the insurance commission- 
ers. 
Has Long Term Contracts 


The eighth reason for the safety of 
life insurance is that its contracts are 
long term contracts. Actuaries can cal- 
culate with mathematical precision the 
cash requirements for coming years. 
The situation, Mr. Travers declares, is 
therefore not comparable with that of a 
bank where nearly all of the liabilities 
are withdrawable at any time. It is true 
that the policy loan and cash value pro- 
visions would spoil an otherwise perfect 
setting for complete absence of any need 
for liquidity on part of life companies. 
The increasé in policy loans last year 
amounted to 2% percent of the assets. 
This is a small increase really in the 
face of widespread unemployment and 
reduction of individual income. 

Further, he said, company manage- 
ments have exhibited a high degree of 
cooperation in furthering improvements 
in underwriting, actuarial and medical 
methods. 


Burden Put on Assured to 
Prove Accident, Court Says 





A finding that death was accidental 
cannot properly be made where a fact or 
circumstance established by uncontro- 
verted evidence is inconsistent with a 
reasonable hypothesis that it was due to 
accident. This was the decision of the 
United States circuit court of appeals for 
the fifth circuit (Miss.) in Burkett vs. 
New York Life. The evidence, accord- 
ing to the court, showed nothing incon- 
sistent with the hypothesis that death 
was self-caused. The issue was over 
double indemnity. 

History of the Case 


R. L. Burkett, the insured, went to a 
store across the street from his home, 
inspected a shotgun on the shelf there, 
walked out of the store with it. There- 
upon the report of the gun was heard. 
A gun expert testified that the gun would 
not be fired by being dropped unless it 
fell directly on the hammer. 

The higher court held that the burden 
was on the beneficiary to prove that the 
death of the insured “resulted directly 
and independently of all other causes 
from bodily injuries effected solely 
through external, violent and accidental 
means.” The rebuttable presumption 
against suicide is overcome by evidence 
showing that the death was self-inflicted. 





Mortgages for Premiums 


Reports are current that a small IIli- 
nois company is offering to take in real 
estate mortgage bonds at par in pay- 
ment of paid up insurance. Several 
holders of these bonds have apparently 
become interested in the proposal, be- 
cause inquiries have reached some of 
the bureaus giving advice to investors. 
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New York Life Is 
On the Air 


Sa] HOUSANDS of congratulatory let- 
« ag i ters about our radio programs 
pa; have been received. The purpose 

of these broadcasts is primarily to 
promote the conservation of insurance; and 
the Company hopes that life insurance, in 
general, as well as the New York Life will 
benefit. 
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The agents of all companies are invited te 
tune in on our programs every Tuesday 
evening on any of the following 
stations: 
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HOME OFFICE BUILDING 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N. ¥Y. 
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Cardiograms Are 
Being Widely Used 


Companies Also Demanding 
X-rays of Chest on Many 
Jumbo Risks 


ARE UNUSUALLY CAUTIOUS 


Measure of Self-protection Against 
Anti-selection, Degenerative and 
Circulatory Diseases 


One of the most disturbing effects of 
the depression period, especially for pro- 
ducers of large volume, is the extreme 
caution with which most companies are 
considering large cases. It has come to 
the pass where even the larger compa- 
nies look askance on applications for 
$100,000 or even less. 

This has especially hit the big produc- 
ers who rarely wrote more than a few 
risks each year, and perhaps accounts 
for the fact that newer men compara- 
tively have made a better showing than 
veterans since 1929. 

Companies Are Watchful 

Companies have become more and 
more suspicious of new applications on 
lives already carrying large amounts, 
partly due to the heavy tide of suicide 
losses in this bracket. Also the pres- 
sure of business worries among big 
business men in the last two years has 
been such that many deaths have been 
found due to degenerative diseases. 

Practically all major companies now 
are demanding an x-ray photograph of 
the applicant’s chest and electro-cardio- 
graph in conjunction with all applica- 
tions running a total line over $300,000. 
These are requirements directly trace- 
able to the effects of the depression and 
illustrate the ends to which companies 
are going now in examining big risks. 

Irksome to Agents 

The x-ray-electro-cardiograph require- 
ment, although doubtless entirely neces- 
sary at this time on jumbo lines, is 
proving very irksome to men in the 
field. Only a few days ago the require- 
ment was imposed by one big company 
in the case of a man carrying over 
$400,000 who was reducing his life in- 
surance and having some policies re- 
written so that his total line when 
changed would be less than $300,000. It 
was only after considerable correspond- 
ence and telephoning between home 
office and general agent that the matter 
was ironed out. ; 

There is noted a very decided and 
rapidly growing tendency among life in- 
surance medical men to pick up and 
demand this special heart work on risks 
of definite types. This is partly due to 
the fact that there appears hardly any 
other point of attack on the problem of 
increased losses. 

Experience Anti-Selection 


Jumbo policies admittedly have been 
hitting the companies the hardest of all. 
As one medical man analyzes the situa- 
tion, wealthy men who formerly when 
they felt ailing went to a family doctor 
and were counseled to ease up on smok- 
ing, over-eating, etc., now are going to 
famous clinics where they get complete 
examinations in the most scientific man- 
ner and are told in detail what is wrong 
with them. 

The reaction of wealthy men appears 
to be a lessened sales resistance to the 
life insurance agent. The business man 
may not feel there is anything especially 
wrong with the condition of his health, 
but he decides a little more life insur- 
ance won't do any harm. There is con- 
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New Medical Director 
of Midland Mutual Life 














DR, A. R. STONE 


Dr. A. R. Stone, the new medical di- 
rector of the Midland Mutual Life of 
Columbus, has been assistant medical 
director of the Missouri State Life for 
13 years. Dr. Frank Harnden, who 
was medical director of the Midland 
Mutual, has become medical director of 
the Berkshire Life. Dr. E. J. Wilson, 
the original medical director of the 
Midland Mutual, is still living but has 
retired from practice. The Midland Mu- 
tual has always maintained a low mor- 
tality, averaging less than 40 percent of 
the expected in its 25 years of operation. 


sequently, medical men find, a growing 
selection against the companies from 
this score alone, as the business man’s 
decision to take more life insurance is 
based on much smarter medical advice 
than that employed by the companies 
at $5 per examination. 
Better at Self-Appraisal 


A second factor is that these appli- 
cants are making better self-appraisals 
of themselves than in the past; that 
they are better able to note the first 
faint signs of development of degenera- 
tive and circulatory diseases, perhaps in 
many cases even before these are indi- 
cated by medical examination. 

(CONTINUED ON PAGE 8) 





Veteran Agents 
Unable to Change 


Youngsters Are Outstripping 
Them in Struggle During 
Depression Period 


PASSING OF OLD ORDER 


Inability to Study and Adapt Them- 
selves to Complex Business Today 
- Seen as Cause 


There is little doubt now but that in 


an overwhelming number of cases 


newer agents during the depression pe- 
riod have done comparatively much bet- 
ter than the veterans, who, because of 
their accumulated renewals and easier 
financial position would have been ex- 
pected to come through the period in 
better shape. 

There has been little effort to analyze 
this phenomenon. General agents, man- 
agers and home office staffs have been 
too busy struggling for new business 
and hanging on to that in force to study 
the condition scientifically. 

Usual Explanation Given 


The obvious explanation is that vet- 
erans are closer to and more friendly 
with their prospects and clients. For 
years they have built their business 
largely by public and personal service. 
During the depression period, therefore, 
they have taken more to heart the ex- 
cuses offered by those whom they sol- 
icit. 

Knowing more about their clients’ 
and prospects’ financial condition, they 
have been more easily “sold” on the 
impossibility of taking on more insur- 
ance than have been the newer men 
who, without renewals to fall back on, 
have had to sell business in this strait- 
ened market or get out. 


Deeper Significance Seen 
But there is something far more sig- 


nificant in the situation than that. It 
signalizes the definite end of another pe- 


riod in American life insurance, a 
changing of the old order. 
Veterans, perhaps in desperation at 


knowledge that a change was taking 





Features of Revenue Bill 








WASHINGTON, D. C., March 10.— 
Insurance corporations, in common with 
those in other lines of industry, will pay 
taxes on income at the rate of 13 percent 
next year, instead of the present 12 per- 
cent rate, under the terms of the new 
revenue bill reported to the House by 
the ways and means committee. 

A number of changes in the present 
provisions of the revenue law dealing 
with insurance companies were made by 
the committee. 


Life Company Provisions 


In considering the provisions appli- 
cable to life companies the committee 
eliminated the deduction from gross in- 
come of reserve funds in an amount 
equal to the excess, if any, over the de- 
duction for tax-free interest, of four per- 
cent of the mean of the reserve funds, 
and provided for “an amount equal to 
3% percent of the mean of the reserve 
funds required by law and held at the 
beginning’ and end of the taxable year,” 
plus, in the case of life companies issu- 
ing life, health and accident insurance 
on the weekly premium payment plan, 
of 3% percent instead of the present 
: four percent of the mean of such reserve 








funds not required by law held at the 
beginning and end of the taxable year, 
as the commissioner finds to be neces- 
sary for the protection of policyholders. 
Deductions for Dividends 


In dealing with deductions for divi- 
dends, the committee authorized the de- 
duction of dividends from domestic com- 
panies only when subject to taxation 
under the insurance title, other than 
corporations entitled to the benefits of 
section 251 of the law, this provision be- 
ing amended to read: “The amount re- 
ceived as dividends (A) from a domestic 
corporation which is subject to taxation 
under this title, other than a corporation 
entitled to the benefits of section 251,” 
etc. 

As in the case of other corporations, 
the specific exemption for insurance cor- 
poration is reduced from $3,000 for com- 
panies having net income of $25,000 or 
less to $2,000 for companies having net 
income of $10,000 or less. 

The same changes with respect to cor- 
poration tax rate and specific exemp- 
tions are made in the provisions dealing 
Sg insurance companies other than 
ife. 
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place and aware they had reached ay 
age when major readjustments in meth- 
ods were difficult, if not impossible fo- 
them, have insisted that fundamenta)s 
in selling life insurance are the same 
as they always have been, and never wil! 
change. 




















































































Many have expressed contempt fo; S\ 
prepared sales talks, schools, the C. | Er 
U. movement, sales psychology, corres. ye 
pondence courses, estate analysis—all oj a 
the many developments of the last fe sta 
years. They could see nothing funda. in 
mentally new in all this. They insisted ing 
they had been using many of these idea; H. 
for years. hos 

Product of Old School his 
nes 

The fact is that many of these vet. has 
erans were a product of the old “sink anc 
or swim” school. They received a man- faci 
ual, rate book, sample policies and ap. ) 
plications the day they entered the bus. not 
ness and were tossed into the stree me} 
thus equipped, “full-fledged life under. out 
writers.” and 

They survived, because the times of t 
were kind to them. But they were w- of | 
able to comprehend that the busines ant 
constantly has been changing, advan som 
ing with growth of the idea of life in. age’ 
surance as property, of selling it 
specific needs, of an orderly, calculate of | 
professional approach to the econon son’ 
problems of individuals and businesses New 

Bring Fresh Viewpoint outs 

The younger men in the business ar ords 
performing miracles because they hai 
brought to bear a fresh, unbiased vie IL 
point and a complete willingness to tr A 
exhaustively the methods developed Insu 
the last few years. The younger me lunc 
today have an almost blind faith int cago 
prepared canvass. What they lack it a 
experience they make up for by using with 
talks prepared in the laboratory gues 
skilled life insurance scientists, w .* 
have bolstered academic study of psy Com 
chology, economics, business and per Supe 
sonal finances and the like, by practic: Dovl 
sales experience. Every word is Natic 
nificant. There is no lost motion. cerer 

Employ Efficient Methods ciate 

The prepared talk employs defint enti 
“reagents,” to which a large proporti ag: 
of persons interviewed will give know -” 
reactions. The newer agent does m0 — 
go into an interview counting on 
experience, knowledge of human ps 
chology and his ability at quick thin 
ing to see him through. He does n¢ — 
grope blindly for that elusive “psyc 
logical moment” to close a case. \ 
develops calculatingly the emotional a Chas 
logical stimuli which produce that s! in on 
cessful climax in the greatest possi hanies 
percentage of cases. he late F 

What is true of the prepared talk * dent. 
true of all other thought-provokit ” Mr 
methods introduced in the last * pears" 
years. The general experience of mé fone 
agers is that the older men will ™ York 
bother with these ideas. They are “ been ; 
in their ways, inflexible. The youns ment 
men are finding in modern life is tween 
ance selling a vehicle for letting t fiducia 
selves out for the first time in ™° e 
lives. They have been fired with © cen 
thusiasm by these ideas, taking i 
up, using them energetically wit ( *. 
question; improving on them trot Senef, 
practice. naa 

They have quickly learned the less utilie:, 
that this is an age of specialization © : oe Ie 
their canvasses have been keyed : vited 
some specific idea and need Althout ] a br a 
there may have been nothing 2¢W noune 
the idea it seemed new to prospe ive * 
since it was presented arrestingly. * ay nlic. 
older men, schooled to present the & yp on 
eral idea of life insurance as PF i Senn 
tion, to “drag up the hearse, ™ *" B $24 006 
cases have not been able to /¢4 
specialize. 

Progressive Veteran Type In } 

Perhaps the greatest handicap ™ Friedl 
which veterans have labored, acC°" iy wa 
to many agents and managers, * Re York 
they have built their business ar ; Mi 
from old policyholders. Some rest” f aid f 
got 60 or 70 percent of their new ™ m $0 2, 

(CONTINUED ON PAGE ® =F svewk 
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CHICAGO NEWS 











CELEBRATE UNUSUAL RECORD 
The unusual record made by H. G. 
Swanson, general agent of the New 
England Mutual in Chicago, for the 
year ended March 1, was celebrated at 
a dinner tendered Mr. Swanson and his 
staff by home office officials who were 
in Chicago attending a regional meet- 


ing. President G. W. Smith and Dr. 
H. M. Frost, medical director, were 
hosts. Mr. Swanson, March 1, ended 


his first year with $2,250,595 paid busi- 
ness, all built up from scratch. He now 
has 20 full time agents under contract 
and has taken additional space giving 
facilities for eight more. 

Mr. Swanson’s record is particularly 
noteworthy because 90 percent of his 
men come from other businesses with- 
out previous life insurance experience, 
and he has trained them and put most 
of them into substantial production. One 
of his new men under contract for only 
a month has written seven cases for 
some $35,000 of business. G. L. Hunt, 
agency vice-president, who was unable 
to attend the dinner, sent a telegram 
of congratulations, stating Mr. Swan- 
record was conspicuous among 
New England Mutual records, and also 
outstanding among all new agency rec- 
ords of all companies in this country. 


son’s 


ILLINOIS FEDERATION MEETING 


At the annual meeting of the Illinois 
Insurance Federation to be held at a 
luncheon at the Hotel LaSalle at Chi- 


cago, March 22, it is planned to make 
it an all-Illinois insurance gathering 
with a number of state officials as 


guests. The main ones will be Governor 
L. L. Emmerson, Director of Trade & 
Commerce L. H. Lowe and Insurance 
Superintendent H. W. Hanson. C. | 
Doyle, associate general counsel of the 
National Board, will act as master of 
ceremonies. Dr. R. A. Clemen, 
ciate chief social science division of the 
Century of Progress Exposition, will 
present an explanation of the plans that 
are being made for that event. 


asso- 
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BANKER IN CHARGE 


V. L. Banker, second vice-president 
Chase National Bank, has been placed 
in temporary charge of the trust new 
business department, succeeding the 
late E. M. McMahon, second vice-presi- 
dent. 

Mr. Banker has had more than 15 
years’ experience in trust administrative 
work, and is a member of the New 
York bar. For several years he has 
been in close contact with the develop- 
ment of the cooperative movement be- 
tween life underwriters and corporate 
fiduciaries. 


CELEBRATE FEBRUARY ODD DAY 

_In_a_one-day drive Feb. 29 by the 
\. E. DeLong agency of the Mutual 
Benefit Life, 110 applications for $435,- 
000 were submitted. With the idea of 
utilizing to the fullest the extra day af- 
torded by leap year, Mr. DeLong in- 
vited the entire agency organization to 
a breakfast, at which the drive was an- 
nounced. Hyman Berman of the Brook- 
lyn branch was man, with six 
applications for $24,000. The office force 
cooperated in no small degree, being 


ty: 
high 


responsible for 18 applications for 
24,000. 
KNIGHT AGENCY ACTIVE 


In honor of the Union Central Life’s 
new president, W. H. Cox, and its new 
director, C. B. Knight, the C. B. Knight 
le Mad the Union Central in New 
a rolled up a total of submitted 
Paid AP ol February of $4,412,597. 

of Dusiness for the month was 


$9 ¢ 90° 
§ ~,091,233. 





Southern Agency Builders 
Are to Study Management 


HARTFORD, March 10.—From April 
4-15 a group of managers, general agents 
and supervisors from all parts of the 
south will go into session for the pur- 


pose of studying agency building prin- | 


ciples and methods with particular em- 
phasis on what should be done in 1932. 
They will attend the second southern 
school in agency building conducted by 
the Lue Insurance Sales Research Bu- 
reau, at Signal Mountain Hotel, Chatta- 
nooga, Tenn. The curriculum which 
covers all the usual problems confront- 


ing agency builders involves the stat- | 


ing of specific questions and the attempt 
to solve them on the basis of both class 
and individual discussion. This 
ference method brings to each student 
the necessity of “thinking through” on a 
given agency building problem, such as 
recruiting in rural or city territory, and 


of contributing his views for the benefit | 


criticism of the other 
| 


lass. 
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Daily Agency Convention 


KANSAS CITY, MO., March 10.— 
H. F. 


Barber, 


- 
Connecticut 
| annual 


con- | 


members of 


| trict of 


Larkin, vice-president, and W. P. | 


LIFE INSURANCE EDITION 


Mutual Life, attended 
meeting of the Herley Daily 
agency here. At the luncheon Mr. Daily 
presided and officials of the company 
and others spoke. The keynote of the 
meeting was the 30 percent increase this 
vear over the same period last year. Mr. 
Daily’s agency is between 80 and 90 
percent ahead of last year. A good deal 
of these increases is due to the interest 
in retirement income contracts and an- 
nuities, it was brought out. On April 
1 Mr. Daily will celebrate his eleventh 
year as general agent. 





Agency Coventions in Chicago 


A number of companies are already 
arranging to hold their agency conven- 
tions next year in Chicago in view of 
the fact that the big Century of Prog- 
Exhibition will be on. That will 
be a drawing card in many ways. Chi- 
cago will be the Mecca of people from 
all over the country. 


ress 


Prudential Advances Three 


Thomas E. McGuire, an assistant su- 
perintendent in the Chicago No. 14 dis- 
the Prudential, has been ap 
pointed superintendent of Chicago No. 
18. C. A. Chandler, assistant superin- 


Jr.. associate actuary, of the | tendent in Chicago No. 15, has been 
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Salesmen Found to Be 
Good February Buyers 


An analysis of all applications 
for $10,000 or over made to the 
Fidelity: Mutual Life in February 
indicates that salesmen contrib- 
uted the greatest number of the 
larger cases. The percentage was 
14.2 percent. Next in line was 
the group composed of doctors 
and dentists which accounted for 
12.8 percent followed by managers 
and superintendents with 12.2 per- 


cent. Executives and proprietors 
contributed 11.5 percent to the 
total. 

The cases less than $10,000 


were led by the clerical occupa- 
tions which contributed 14.7 per- 
cent of the total, followed by 
salesmen with 13.6 percent, the 
skilled trades with 9.4 percent and 
proprietors with 9.0 percent. 
Twenty-one such classifications 
were recorded in the study. 
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The March Horoscope 








People born in the early part of March to the 20th 


inclusive come under the zodiacal sign Pisces 
influence largely tends to caution. 


whose 


Such persons are 


gifted with stick-to-it-iveness, and will meet with high 
success in life if they but can control the inclination to 
go out of their way to look for misfortune. 


Famous persons born under 


Pisces are 


Pope Leo 


XIll, Alexander Graham Bell, Professor Roentgen the 


discoverer of the X-Rays, 
Madison, 
Bryan. 


Andrew 
Grover Cleveland and William Jennings 


Jackson 


James 


Aries rules over the last days of March and makes 


philosophers of many of his children. 


Such persons 


possess keen intellects and are great admirers of all 


things beautiful. 


Famous men influenced by Aries are Van Dyke the 


painter, Descartes, Bach, 


Proctor the 


John Fisk, Haydn, and Don Carlos. 


astronomer 


The March flower is the Jonquil. The lucky stone is the 


Bloodstone. 
is Courage. 


The predominant trait of March persons 


The year 1932, just under way, will be a good year if 


we expect less of it and demand more of 


ourselves: 


Now, more than ever, Courage is the keynote of 


success, 


¢ 
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ENTHUSIASM 


Spirit and enthusiasm, the great- 
est assets in the world, have 
helped build The National Life 
and Accident. 


That spirit which distinguished 
this organization is noticeable 
not only in the Home Office but 
also in the 3,000 Shield Men lo- 
cated throughout the country. 
There is no doubt about the pres- 
ent spirit of the National Life & 
Accident family. It was never 
finer. 


It’s this spirit which helps Shield 
Men to success. It pays to be a 
Shield Man. 


TheNATIONAL LIFE AND 
ACCIDENT INSURANCE 
COMPANY INC. 


NASHVILLE TENNESSEE 





Advertising Exhibit to 
Feature Regional Meet 











Advertising prepared by southern mein- 
bers of the Insurance Advertising Con- 
ference will feature the southern regional 
meeting at Dallas, April 17-19, accord- 
ing to Rex B. Magee, Lamar Life, chair- 
man. John W. Murphy, Pan-American 
Life, has been appointed chairman of 
the advertising exhibit and invitations to 
submit entries of advertising material 
have been sent all members of the 
southern group. 

The advertising exhibit will be divided 
into two sections, the first a competitive 
exhibit of trade journal, direct-mail and 
newspaper advertising, in which three 
trophies are offered the winning con- 
testants. “Texas Insurance” will award 
a cup for the best trade journal adver- 
tising, the organization a cup for the 
best direct-mail advertising and the 
Dallas “Morning News” a cup for best 
newspaper advertising. Cups will be- 
come the permanent property of the 
winner when won three times. Certifi- 
cates will be awarded for first and sec- 
ond places. Three prominent Dallas ad- 
vertising men will serve as judges. 

The other division of the exhibit will 
consist of entries of all sorts of adver- 
tising and sales promotional material 
submitted for general display only. 

Lorry A. Jacobs, Southland Life, is 
local chairman of the southern regioual 
meeting. 








GALLEY PROOFS 


The Guardian *Life says: 

“According to a report of the Post- 
OFFICE DEPARTMENT recently pub- 
lished, deposits in the postal savings 
systems quadrupled last year. Coupled 
with the marked increase in savings 
bank deposits and number of depos- 
itors, here is proof of the fact that 
many people are still able to save 
money and are interested in the safest 





form of investment. Find them and 
cultivate them as prospects.” 
eS 
Dr. H. W. Cook, vice-president and 
medical director of the Northwestern 
National Life, in his talk before the 
Peoria Life Underwriters Association 


said that there is much uninformed talk 
about improvement in life expectancy as 
the result of better living conditions 
through medical attention. Dr. Cook 
said: 

“Unfortunately, this optimistic atti- 
tude is not borne out by statistical evi- 
dence. It is true that a baby born today 
has a life expectancy 17 years greater 
than if born 50 years ago, but this does 
not mean that any of us in this room 
has had a single year added to our 
present life expectancy. The benefit is 
entirely in infant mortality. A man of 
30 or over today has no increased life 
expectancy; in fact, if you are over 40 
years of age you have a lessened chance 
of living to 80 than if you had been liv- 
ing 50 or 100 years ago, or even 150 
years ago, and had been living as neigh- 
bor to Washington or Jefferson, leading 
the leisurely life of a Virginia gentleman, 
without telephone, telegraph, electric 
lights, motor car, or aeroplane, all speed- 
ing up the tempo of modern American 
life and adding to its strain and to the 
incidence of mental disease, heart, 





arterial, and kidney disease. It is an in- 
teresting commentary on the change in 
American life during the past 150 years 
that the average longevity of presidents 
of the United States before the Civil 
War was 12 years longer than after the 
Civil War. 

“Many physicians are convinced that 
the mortality from diabetes is being con- 
trolled by the use of insulin. As a mat- 
ter of fact, however, deaths from dia- 
betes are increasing steadily and the 
date of the discovery of insulin, 1922, 
marks no alteration in the curve. The 
disease is increasing in frequency and 
insulin is not used effectively enough or 
early enough in a sufficient number oj 
cases to modify the mortality curve. We 
hear much of cancer prevention and 
cures, but the curve of cancer deaths jis 
also steadily rising.” 

x * * 


The other day a prominent New 
York insurance executive was in Chi- 
cago en route to the Pacific Coast. He 
was taking the Santa Fe train to the 
far west. He left New York before 
his copies of THE National UNoer- 
WRITER were delivered. By the way, 
he takes both editions, the fire and cas- 
ualty and the life insurance. He called 
up the office and wanted a messenger to 
deliver the two issues to him in his 
sleeping car berth. He said that he 
never missed reading the weekly issues 
and he would feel lost without them. 


Cardiograms Are 
Being Widely Used 


(CONTINUED FROM PAGE 6) 


Aside from suicides and accidental 
deaths, which admittedly are much in- 
creased, with notable mortality from 
suicides at younger ages and among the 
smaller policyholders, most of | the 
deaths are coming from heart and cr- 
culatory diseases and disorders. 

This has brought the companies fairl; 
face to face with the realization that 
they must employ the services of heart 
consultants regularly. The average cost 
normally is around $25, including fluor- 
oscopic study and cardiograms. 

Now Piaced on Retainer 


Many companies have been makin; 
deals with these specialists and even rt 
tain them on an annual basis so tha 
the cost is reduced to $10 or $15. 

While standard practices have no 
been formulated, there is a growing set 
timent toward using the special hear 
examinations, such as the electro-cardiv- 
graph, quite regularly on five kinds © 
cases: 1. As routine on any case i 
volving $300,000 or more of insuranct 
in all companies, old and that applité 
for; 2. any case of $50,000 or over 
gardless of age; 3. any case of $25,00 
at age 40 or over; 4. any case of $10,000 
at age 50 and up; 6. any case where tht 
heart or circulatory system is unde 
question or where it ever has been, a 
cording to the clinical history, involving 
intermittent pulse, high blood pressuré 
etc. 

Development Spreading 


This development has been broug* 
about mainly by the larger compan 
but it is spreading to the smaller com 
panies throughout the country, large 
due to the fact that these have smal‘ 
retention limits and reinsurers are © 
dicating that electro-cardiographs, 4 
frequently x-rays of the chest, shoul 


be obtained. 
—— as 








stantial progress. 


lomatically with the field force. 
confidence. 





tion in its territory. The agency manager must be able to tr 
establish agencies and possess qualities that will enable him to 
All replies will be kept in the strictest 
Address W-9, The National Underwriter. 


Agency Manager Wanted 


An experienced agency manager who will be given complete auth 
over his department is wanted by a leading Western Life insurance 
pany, established a number of years ago, showing continuous an 
The company is a prominent one commanding atte? 
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Veteran Agents 
Unable to Change 


(CONTINUED FROM PAGE 6) 


ness from this source. They slipped 
into bad prospecting habits. 
This so-called “progressive veteran” 


class kept pretty well up to date in 
every respect except prospecting. There- 
fore when the stock crash and depres- 
sion forced many old policyholders to 
borrow heavily on their insurance, the 
largest source of new business was de- 
stroved, except for occasional rewriting 
of these old clients. 


Veteran Is Passing 


It is sad, but true, that the veteran 
in life insurance is passing, unless he 
looks alive and adapts himself to 
changed conditions. There still is time 
for him to turn about, but it requires 
many long nights of study, approach to 
his problem with an open mind, and a 
willingness to accept and use the many 
priceless gifts which life insurance edu- 
cators and others have developed. 

But to do so, he first must recognize 
that he has this problem, and unfortu- 
nately in large part that is the one thing 
he will not concede. Instead he blames 
his shrunken production on the stock 
crash, business depression, the war, any- 
thing but the true cause—himself. 


Whispering Talk 
Having An Effect 


(CONTINUED FROM PAGE 1) 


nerable at all the attack is made. As a 
matter of fact there has been no life in- 
surance company failed during the de- 
pression. Life insurance has stood re- 
markably well in this terrific bombard- 
ment. 

The result of this form of competition 
which tends to poison the minds of 
policyholders may lead to a life insur- 
ance panic which would be the most dis- 
astrous thing that could strike the 
country. 

Have Confidence in Life Insurance 


People have confidence in life insur- 
ance. Its stability is not questioned. 
However if suspicion is left in the minds 
of large numbers of people evidently it 
will lead to runs on companies the same 
aS runs are started on banks. This con- 
dition in the life insurance selling field 
1s one of the most insidious and danger- 
ous that has come to light. The legal 
reserve life insurance system has sur- 
vived panics, depressions, sweeping epi- 
cemics and disasters of many kinds. If, 
however, the public begins to be sus- 
picious of the ability of life insurance 
companies to ride out of the storm it 
will be the most tragic feature of this 
‘ery tragic era. The producing agents 
‘an prevent the tragedy. 


Leaders Speak at Joint 


Cincinnati Sales Congress 
(CONTINUED FROM PAGE 1) 


all of us to acquire property. All that 
We need to do to sell life insurance as 
good Property is to show that it is good 
Property. 

a, To _transmit property so that 
a a sat enjoy it. No other property 
pn pares with life insurance in making 
sy the problem of transfer. 
ie co ee that there can be set 
of bee . form of substantial enjoyment 
et perty, Life insurance as a philos- 
cite: as a science, makes man a_better 
~zen and enables him to do his part 
more effectively, 

Against Low Cost Plan 


Life insurance,” 
man, “releases 
enables them 
dence and 


continued Mr. Thur- 
people’s initiative and 
to go ahead with confi- 
id assurance.” 

© criticized the present tendency to 
Pt contracts to fit the present mood 
getting much for little,” and closed 


ada 


or 





with a stirring appeal to remember the 
responsibilities of life insurance. 

Dr. Stott’s talk, “Dying on Third,” 
emphasized and _ cleverly _ illustrated 
three reasons why men “die on third”: 
1. Because of self-congratulation; 2. 
because they do not “watch” as well as 
“pray”; 3. because they lack nerve; 4. 
because they don’t know where the 
home plate is. 


Trust Officer Is 
Not Pessimistic 


(CONTINUED FROM PAGE 3) 


which has been canceled. 

He find that policy loans have eased 
off within the last 30 to 45 days. Up 
until then the amount of new loans was 
very disturbing. He said much of these 
undoubtedly were made for the where- 
withal with which to exist 

“I dislike to be discouraging about 
this,” he said, “but that is the way it 
appears to me.” He said there will 
then follow a period of taking new in- 
surance after cancellation of the old, 
and the process may repeat itself. 

He also admitted that some life in- 
surance has been withdrawn from the 
life trusts to assien to banks for addi- 
tional security on loans. He said he 
believes these problems will correct 
themselves in due course. 

S. A. Cushman of Marsh 
nan, president, was in the chair and T 
C. Rice-Wray, chairman program com- 
mittee, introduced Mr. Mechem. 


& McLen- 


Must Recognize 
Present Trends 


(CONTINUED FROM PAGE 3) 


meaningless words and return to the 
language of our fathers.” 
Fundamental weaknesses in the 


American business structure which ex- 
isted in 1929 have now been fully cor- 
rected, in his opinion. He feels that 
every person will wish to have a part 
in hastening the return of prosperity. 
He believes that the golden era of 
American life insurance selling is near 
at hand. 


New York Sales Congress 


Has Responsive Audience 
(CONTINUED FROM PAGE 2) 
claims of creditors, he said. With insur- 
ance, however, the owner need not 
make any irrevocable provisions. He 
can leave everything to change and re- 
vision, without fear of subjecting it to 

the claim of creditors. 

The exception of insurance to claims 
of creditors is provided for in New York 
under section 55A of the insurance law 
and section 15 of the personal property 
law. Mr. Hirst said that insurance 
agents should not advocate attempting 
to defraud creditors, but they can point 
out that the law says it is more impor- 
tant that dependents receive life insur- 
ance proceeds than that the insured’s 
debts be paid. 


Insurance Men Seek Office 


K. C. Knudson, head of the Ne- 
braska insurance department in 1923-24 
and now operating two hail mutuals in 
Omaha; Lloyd Dort, commissioner 
1929-31 and now president of the Fi- 
delity Old Line Life of Omaha, and 
W. B. Eastman, commissioner 1913-15, 
are all listed as candidates for the pri- 
mary nomination for state railway com- 


missioner. Mr. Dort is a Republican 
and the other two Democrats, Other 
candidates are Orville A. Andrews, 


president of the American Indemnity of 
Lincoln; Harry K. Easton, who runs an 
agency at Omaha, and Phil H. Kohl, 
insurance agent at Wayne. 


Act without delay and you can get 20 
accident and health diagrams and pic- 
ture selling pages by sending 50 cents to 
The National Underwriter Company at 
420 E. Fourth St., Cincinnati 





LIFE INSURANCE 


makes the 
uncertainties certain 








y' )U life insurance salesmen have the great 
est investment a person can make. It is an 
investment that 


remains steadfast in value, 
that capable of withstanding economic 
changes and that remains intact and be avail- 
able when needed. For more than 100 years 
life insurance has been safeguarding families 
and homes against the ravages of inadequate 
financial assistance. 


is 


The Great Southern, for almost a quarter cen- 
tury, has been doing its part in safeguarding 
the home. During this time it has built its assets 
to more than $40,000,000.00 and accumulated 
a surplus protection to policyholders that is 
more than $4,000,000.00 greater than that re 
quired by law. It is the 7th largest capitalized 
life insurance company in the United States. 


We have a most unusual and attractive con 
tract to offer you. It is made direct with the 
home office, provides a liberal first year and 
exceptionally large renewal commission, close 
home office cooperation and eleven. other in 
teresting features. 

Write the home office for information and a 
copy of the booklet, “The Career, The Com- 
pany and The Man.” 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E.P. GREENWOOD - PRESIDENT 
HOU STON TEXAS. 
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ww" “ |Taxation Offers 


We interested in 
the Never at 
least not in many years, has the sharp 


are all these days 


tax question. before, 


upward trend of taxes been brought 
home as it has in this day of economic 
distress. We awake to find that our 
various governments and tax levying 
bodies have carried us far beyond rea- 
sonable lines. When money was easy 


to get and the stock market was boom- 
ing people were apathetic and paid their 
without complaint. They voted 
bond yielded to increased taxa- 
tion and improvements of all kinds. We 
had of 
mental spending orgy. We are awaking 
and are confronted with 


taxes 
issues, 
have ten years or so govern- 
from the dream 
realities. 

For instance take Chicago and Cook 
Illinois, as an example. In 1916, 


some stern 


county, 


the total taxes levied in Cook county 
were $65,142,185. In 1919, they were 
$95,124,151. In 1923, they were $157,- 


912,039. In 1927 there was a sharp in- 


crease to $229,193,364. In 1930, the levy 
was $289,000,000. The 1931 tax 
will exceed $300,000,000. 

There is outstanding indebtedness at 
the present time in Cook county in the 
form of tax commitments $722,858,899. 
This is composed of the 1928-1929 taxes 


levy 


Reading Gives 


James A, GIFFIN, assistant agency man- 
ager of the PHoenrx Mvurtwvat Lire, gives 
some good advice as to reading. He 
says: “The great thing about varied 
reading is that it leads you to under- 
stand people better and makes it easier 
for you to understand their wants. This 
is demanded of the skilled underwriter 
of today. Resolve now to fit an in- 
creased reading program into your 
planned week's work.” 

This means not only the perusal of a 
certain amount of insurance literature 
but also it comprehends the larger and 
wider field of reading. 


In the day’s or week’s program it 


Profound Study 


unpaid $133,858,899, the 1930 levy $289,- 
000,000 and the 1931 levy $300,000,000. 
The figure $722,858,899 may seem rather 
It might be well to make a 
comparison President Hoover 
led the movement for a moratorium for 
because it could not meet its 
reparation payments for that year 
amounting to $427,000,000. About three 
weeks after this the BANK OF ENGLAND 
negotiated a loan from the United 
States and France totaling $600,000,000, 
which was the sum presumably adequate 
to rehabilitate the finances of the Brit- 
ish Empire. 

The whole tax subject in this country 
that calls for most brilliant 
analytical minds to try and readjust. 
We have become a nation of taxpayers. 
Real estate in many commonwealths is 
bearing by far the greatest burden be- 
cause the tax rate on personal property 
is confiscatory and decidedly unjust. We 
have state income taxes. The people 
fear that with every additional tax 
burden it does not mean a lessening of 
taxes in other categories but simply an 
additional income for governmental ex- 
penditures. It is high time that we all 
give most profound attention to this 
subject. 


academic, 
or two. 


Germany 


is one 


Bigger Vision 


would be well to have one’s reading 
budgeted. For instance a certain amount 
of time should be given to reading the 
trade literature of one’s business, Then 
in order to give a man a more liberal 
outlook and develop a larger vision he 
should read something of general lit- 
erature, not alone newspapers but some- 
thing inspiring, invigorating and devel- 
oping. 


THERE is much to be gained in studying 
the man who has made a success. While 
his methods cannot be adopted they can 
be adapted. Behind every successful 
career there is some great motive power. 








PERSONAL SIDE OF BUSINESS 








Ray Yenter, former insurance com- 
missioner of Iowa and at the time he 
left office chairman of the executive 
committee of the National Convention 
of Insurance Commissioners, since the 
first of the year has been connected 
with the Yeomen, a well known fra- 
ternal in Des Moines, which is chang- 
ing over to an old line life company 
known as the Yeomen Mutual Life. He 
is doing departmental work. Mr. Yenter 
is well known to insurance commis- 
sioners and company officials. 
is made of the death 
of Will Moore, former insurance com- 
missioner of ‘Oregon, who preceded 
Clare A. Lee in that post. 


Announcement 


An example of “wifely cooperation” 
comes to light in the Chicago agency 
of the Bankers Life of Des Moines. Ac- 
companying her husband on an evening 
visit to deliver a policy, Mrs. J. H. Rowe 
remained seated in their parked car 
while her husband called at the pros- 
pect’s house. The interview did not 
progress any too swiftly and after Mrs. 
Rowe had waited an hour and a half, 
suspicious neighbors called the police. 
Questioned by a detective, Mrs. Rowe 
explained her husband's mission and as- 
sured the officer that if he interrupted 
her husband’s sales talk and interfered 
with the contemplated sale, he would 
hear from her, emphatically. Impressed, 
the detective cautiously reconnoitered. 
Convinced, he offered apologies to Mrs. 
Rowe and explained that his actions 
were strictly in line of duty. The apolo- 
gies were readily accepted when Mr. 
Rowe appeared a few minutes later, 
with a check for the first year premium 
on the delivered policy in his pocket. 


C. J. Kallmeyer is retiring as Milwau- 
kee district manager for the Metropoli- 
tan Life after 35 years of service. Mr. 
Kallmeyer is widely known among life 


insurance men throughout the middle 
west. He was guest of honor at a ban- 
quet given him in Milwaukee by 50 
members of his staff. 

John A. Stevenson, agency manager 
Penn Mutual Life, has been made a 
trustee of Berea College, Berea, Ky. 
_D. F. Shafer, manager of the Ohio 
State Life at Mansfield, O., and a di- 


rector of the company, this week com- 
pleted 25 years’ service with the organi- 
zation. He received a large bouquet of 
flowers and a letter of congratulations 


from President U. S. Brandt of the 
Ohio State Life. 
A. R. Edmiston, southern Nebraska 


general agent Union Central Life, and 
Mrs. Edmiston have gone on a month’s 
trip to Havana, Panama and Honduras. 


W. A. Lindly, prominent Nebraska 
life insurance man for nearly half a cen- 
tury, died at his home in Lincoln March 
4, age 86. Born in Pennsylvania, he 
went west in his 30s to start business 
as an agent for loaning eastern money. 
In 1887, with J. R. Richards and L. C. 
Richards, Lincoln capitalists, he started 
the Bankers Life of Nebraska. He was 
president until the present interests se- 
cured control. After serving as secre- 
tary for several years he and his asso- 
ciates moved the Security Mutual Life 
from Fremont to Lincoln. He was its 
head for a number of years, but as age 
came upon him he relinquished the 
more active duties, being secretary and 
actuary for some years. He resigned as 
director in January, and ceased active 
duties. 


R. L. Mishler, a member of the John 
A. Stevenson agency in Philadelphia, 
celebrates his 40th Penn Mutual anni- 
versary next Tuesday. He joined the 
company as a home office clerk on that 
day in 1892. In June, 1897, he became 





For nearly 15 years he led 
in production, and has had 
an annual volume of about $500,000 
throughout these 35 vears. He served 
several terms as president of the home 
office agency association. He is now 
president of the Ten-Year Club of the 
John A. Stevenson agency (formerly the 
home office agency). It has 30 mem- 
bers, all of them with not less than 10 
years’ membership in the agency, ad- 
vanced underwriting being the object 
of the organization. 

The remarkable feature of Mr. Mish- 
ler’s work is that his lapse ratio in the 
last 10 years has been only 2 percent. 
Another remarkable feature is that des- 
pite his 40 years of business service 
his appearance and activity are that of 
a man still in his early prime. 


Grant Torrance, son of J. H. Tor- 
rance, vice-president of the Business 
Men’s Assurance, and nephew of Presi- 
dent W. T. Grant, has been named divi- 
sion supervisor in the sales department 


a field man. 
the agency 


S. R. Whitten, general agent of the 
Home Life of New York at Jackson, 
Miss., and southern manager of agencies, 
has been appointed on the Louisiana- 
Mississippi advisory committee for the 
Federal Reconstruction Finance Cor- 
poration. 

Miss Chlo Peterson, publicity director 
Business Men’s Assurance of Kansas 
City, Mo., has been appointed midwest- 
ern chairman of the life group member- 
ship committee of the Insurance Ad- 
vertising Conference. 

George B. Davis, St. Louis manager 
of the State Mutual Life, has been 
elected president of the South Side Op- 
timist Club of St. Louis. 

Isak Dahle, who is connected with the 
Equitable Life of New York in Chicago, 
states that he was responsible for intro- 
ducing the late E. M. McMahon, sec- 
ond vice-president of the Chase Na- 
tional Bank, who died recently, into the 
life insurance business. Mr. Dahle said 
that he enlisted Mr. McMahon when 
the latter was professor in the West 
Side High School in Milwaukee. Mr 
Dahle was general agent in Milwaukee 
for the Central Life of Iowa. 


Dr. William C. Willis, 60, formerly 
medical director of the Inter-Southern 
Life for eight years, died at his home 
in Louisville. He was for six years 


medical director of the American Na- 
last 


tional of Galveston, resigning 
March. 
Vice-president F. O. Ayres, Metro 


politan Life, was in Florida last week 
as a part of an extended southeastern 
trip. He was quoted in the Tampa 
“Tribune” to the effect that the upwaré 
trend of business seemed a little more 


marked in Florida than in other sec- 
tions he had visited. 

M. W. Fleckenstein of St. Paul, 5 
assistant manager in the Earl A. Eide 
agency of the Prudential, is dead. He 
had been with the Prudential —_— 
August, 1924. He went to St. Pat! 
from Mankato. First he became agent 
and later assistant manager. He die¢ 


as the result of a stroke following 4 


accident which occurred three weeks be 
fore his death. He had done much of 
ganization work in the state. He leaves 
four sons, two of whom are with the 
Prudential as agents. One is an interne 
at the University of Minnesota and te 
other a cadet at West Point. 

Roy H. Kerr, Detroit manager lor 
the State Life of Indiana, has returne 
from a month's motor trip to Florida 
coming back a week earlier than oré 
inally planned in order to participate 
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n the special “Sweeney Month” cele- 
ration in honor of the new president, 
Rk. E. Sweeney. While en route, Mr. 
Kerr made several stops to call on the 
leading producers in the 


March 11, 


company’s 


LIFE 


southern field. At Miami Beach he 
spent considerable time with S. J. 
Rosenblatt of Chicago, the State Life's 
premier producer, who is spending the 
winter in Florida. 








—_—— 


LIFE AGENCY CHANGES 





Tenison Going to Knoxville 


Brokerage Manager Wells & Connell 
in New York City Becomes Man- 
ager of the Prudential 


NEW YORK, March 10—Smith 
fenison, Jr., brokerage manager of the 


Wells & Connell agency here of the 
Provident Mutual Life, has been ap- 
pointed manager of a new ordinary 


agency to be opened by the Pradential 
at Knoxville, Tenn. Mr. Tenison is not 
, newcomer either to the Prudential or 
to Tennessee. He was born in Nash- 
ville and spent most of his insurance 
areer in Tennessee as an agent and as- 
sistant manager of the Prudential. He 
expects later to establish branch offices 
) Chattanooga and Johnson City. 

\fter attending the University of the 
South at Sewanee, Mr. Tenison joined 
the Prudential in Knoxville in 1923 as 


gent. In 1926 he was appointed as- 
sistant manager and served in that ca- 
pacity until 1930, when he was trans- 
ferred to New York as assistant 


anager to the J. A. McNulty agency 
New York. In January, 1931, he 
ned the brokerage firm of Marsh & 
McLennan as manager of their life de- 
tment. Since September of last vear 
has been with Wells & Connell. 


H. Oliver Williams 


H. Oliver Williams, who was _ for- 
erly connected with the Detroit Life, 
as been appointed state manager of 

the Bankers Reserve Life of Omaha 
th offices in the United Artists build- 
¢ at Detroit. 





E. J. Brand 


E. J. Brand, who resigned recently as 
ucago general agent for the Lincoln 
\ational, has joined the Samuel T. 
Chase general agency in that city for 
the Connecticut Mutual. 


Leslie Fortune 


Fortune has been appointed 
‘gency supervisor of the T. C. Looney 
general agency of the Massachusetts 
utual Life at Memphis. 

Mr. Fortune was agency instructor at 
Venver with the Frank H. Davis agency 
of the Penn Mutual for a year and a 
alt, and has been in Memphis for the 
a ear with the National Life of Ver- 


Leslie 





A. D. Ross 


ih Ross is new agency manager 
r the Bankers Life of Des Moines at 


\ D 


neinnati. _He has been with the 
ankers Life since 1921, serving for 
~ years as a district agent of the 
‘oria, Ill, agency. Last year he was 


le - : -* 

‘c€ a regional supervisor and the first 

; ., \€ar became a district supervisor 
nome office agency. 


i ¢ 
e 


me 





Volunteer State Appointments 





na ». P. Holland has been appointed 
; » 48er of the Volunteer State at Nor- 
, * Va He is a native of Suffolk, 
oe yo a member of a prominent Vir- 
Rinia family 

] 
a M Smith and J. W. Maynard have 
MI. ‘ge ade joint managers at Memphis. 
_, ith was formerly with the Vol- 


Miter Since a. 

cer “tate in western Tennessee and 

tne sr ne ‘ 2 

re Pring of 1931 Mr. Maynard was 
ight into ¢ 


the agency. 


Guarantee Mutual Appointments 


"} 
st . ( 12 an o “*- 
1 : ~~ ; a antes Mutual Life of Omaha 
PPointed J. B. Holmes of Tulsa as 


1 oy 





manager for eastern Oklahoma. He has 
opened an office in the Philcade build- 
ing. 

H. T. Zuzak of Boonville, Mo., has 
been appointed manager for nine coun- 
ties in central Missouri. 

E. G. Squires has been appointed 
manager for western Michigan with an 
office at 13 West 8th street, Holland. 
E. T. Jones has been appointed assistant 
manager, 


Myron C. Graff 


Myron C. Graff, district manager for 
the Mutual Life of New York at Racine, 
Wis., for the past year, has been named 
district manager at Madison, for Dane, 
Columbia, and Iowa counties. He suc- 
ceeds L. E. Pennewell. Mr. Graff was 
formerly a field organizer for the Trav- 
elers. 


Fred L. Jones 


Offices have been opened in San 
Francisco by the New World Life of 
Seattle with Fred L. Jones as agency 
manager. Mr. Jones was formerly su- 
pervisor of the Pacific Mutual Life in 
Oakland where he and Walter Gastil 
built a highly successful agency. When 
Mr. Gastil was transferred to Los An- 
geles, Mr. Jones resigned and became 
assistant to E. H. L. Gregory, general 
agent Aetna Life in San Francisco, re- 
signing last December. 

This makes six branches for the New 
World Life in California, three having 
been opened in the past eight months, 
at Oakland, Angeles, San Diego, 
San Jose, Martinez and San Francisco. 


Los 





Ed. Bickhardt, E. S. Kern 


E. S. Kern, general agent John Han- 
cock Mutual Life at Springfield, O., has 
been transferred to a similar post at 
Lincoln, Neb. He succeeds Ed. Bick- 
hardt, who has been transferred to Fort 
Wayne, Ind. 


Frank L. Wilson 


Frank L. Wilson, for 24 years St 
Paul general agent for the Mutual 
Benefit Life, is retiring and will move 
to California in a few weeks. 

When Wisconsin enacted its drastic 
insurance laws a quarter of a century 
ago, virtually driving many companies 
from the state, Mr. Wilson was sent to 
St. Paul to establish a temporary of- 
fice for the Mutual Benefit to take care 
of business in Wisconsin. He expected 
to be there but a few months, but the 
months expanded into years. 


Cory E. Smith 


H. C. Cross, manager of the Pruden- 
tial at Cincinnati, has appointed Cory E. 
Smith assistant manager in charge of 
the Dayton, O., agency, with offices in 
the Winters Bank building. Mr. Smith 
has had considerable experience in life 
insurance and was with the Prudential 
for five years prior to going with the 
Sun Life two years ago. 


American National Appointments 


John W. Secrest has been appointed 
branch manager of the American Na- 
tional of Galveston at Oklahoma City 
and will begin an intensive campaign 
for ordinary business in that territory. 
He was formerly with the Lincoln Na- 
tional. 

William Jacobs and L. T. Rogers will 
become general agents for Mississippi, 
operating as the Jacobs & Rogers Gen- 
eral Agency. They formerly repre- 
sented the Great Southern Life of Hous- 
ton. 


INSURANCE EDITION 


AMERICA 


Life Insurance Conscious! 


America is more life insur- 
ance concious today than ever 
before in the history of the 
country. Men are buying life 
insurance today for its invest- 
well as for 


value as 


The agent who 


ment 
protection. 
is equipped to present a 
arranged, sound 
life insurance program com- 
for the 


modernly 
bining investment 
future with protection against 
physical and economic death 
is assured success. 

The Missouri State Life 
Agent’s multiple line “Kit” 
provides just such a program. 


Life—Accident—Health— 
Group—Salary Savings 
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NEWS OF THE COMPANIES 





Some Fidelity Mutual Facts 





Company Will Continue Its Dividend 
Scale Which Is Most Liberal 
in Its History 





The Fidelity Mutual Life has increased 
its dividend scale six times in the last 
11 years. Last year it maintained the 
highest scale in its history and it will 
be continued this year. There has been 
set aside to pay dividends this year 


$3,514,347. During its 53 years it has 
paid policyholders $146,528,765. Its 
mortality ratio last year was 54.8. Of 


its $41,167,782 new business, 47.52 per- 
cent was issued on the life and limited 
payment life plan; 37.9 on the income 
for life and endowment plan and 14.58 
on the term plan. The average amount 
per policy paid for last year was $4,327 
The average interest on the mean in- 
vested assets last year was 4.96 percent. 
The assets gained $4,595,212 during the 
year. The company now has $423,345,- 
198 insurance in force. 


Bankers Life’s February 


Bankers Life of Iowa salesmen piled 
up a 32 percent gain in February as 
compared with February, 1931, in honor 
of Elbert Storer, Bankers Life agency 
manager at Indianapolis and National 
Association of Life Underwriters presi- 
dent. The total was over $8,000,000, a 
gain of more than $2,000,000 over Feb- 
ruary, 1931. New business for the year 
to March 1 was approximately $4,000,- 
000 ahead of the corresponding period 
of 1931, another 32 percent gain. 


Pacific Mutual Life’s Showing 


The Pacific Mutual Life in its annual 
statement shows assets $190,323,807, 


policy reserves $158,823,547, claim re- 
serve $7,475,002, contingency reserve 
$1,750,000, capital $5,082,000, policy- 


holders’ dividend reserve $2,419,641, net 
surplus $9,646,016. The average rate of 
interest on mortgage loans last year was 
percent. The cash income $48,- 
962,003 was $601,310 greater than the 
year before. The assets increased $12,- 
651,077. The death rate was 58.1 per- 
cent. It has life insurance in force 
$753,963,983. 


5,92 





Linton Reviews Investments 


Depreciation in Bond Values Compares 
Favorably With 1920—Provident 
Mutual’s Business Gains 


President Linton of the Provident 
Mutual at the general agents’ conven- 
tion in speaking of its securities said 
that the depreciation in bonds other 
than the United States government 
securities is 12 percent below the actual 
market values carried in the statement. 
This compares favorably with 1920 
when the depreciation was 18.3 percent. 
The total holdings of foreclosed real 
estate are less than one-third the per- 
centage of the total mortgage holdings 
at the close of 1890. While the con- 
tingency reserves were increasing more 


than three-fold from 1922 to 1931, that 
is from $6,118,000 to $18,709,000, there 
were four increases in dividends. He 


said that on the present scale of divi- 
dends the ten years of net payments on 
an ordinary life policy at age 35 are 11 
percent below the corresponding figures 
of the 1922 schedule. So far this year 
there has been an increase of 12 percent 
in business from new agents. 


Holds Conservation Contest 


An unusual conservation contest was 
held in 1931 among the branches of the 
Great-West Life. They were divided 
into four groups and the office staffs in 
each group competed for the smallest 
percentage of preventable terminations. 

The Toronto branch, under the lead- 
ership of Branch Secretary W. P. Mul- 
len, was the winner in Group A; Van- 
couver, Manager F. N. Ballard, Group 
B; Victoria, Manager J. C. Wilson, 
Group C, and North Dakota, Hatcher 
sros., state agents, Group D. Each of 
the winning staffs was entertained with 
a dinner and theater party. 


Hawkeye Life’s Figures 


The annual statement of the Hawkeye 
Life of Des Moines shows assets $1,- 
603,438, contingent reserve $50,000, cap- 
ital $100,600, net surplus $92,664. The 
company shows a gain in insurance in 


in surplus. It was organized in 1920 
and is making fine progress under the 
able direction of President A. R. Ingle- 
man. He has been in life insurance for 
20 years. 

As an agent he was very successful, 
writing a large volume of personal busi- 
ness. His company now operates in 
Iowa, Illinois and Missouri. 


Business on the Increase 


The Northwestern National Life 
chalked up, the seventh straight month 
in which its new business production 
has exceeded that of the corresponding 
month of the previous year when its 
February business totalled $4,704,927 as 
compared with $4,360,754 in 1931, a gain 
of 8 percent. Since last August the 
gains by months have been as follows: 
August, 6; September, 2; October, 2; 
November, 22; December, 26; January, 
8; and February, 8 percent. 

The White & Odell agency, Minne- 
sota state managers, led the agencies in 
production for February, with the Texas 
state agency second. 


Cedar Rapids Life Figures 


The Cedar Rapids Life, of which Col. 
C. B. Robbins is president, well known 
to insurance men everywhere, in its 
annual statement shows assets $4,436,- 
661, policyholders’ surplus $236,715, in- 
surance in force $24,164,839, premium in- 
come $652,267. It has $4,064,117 de- 
posited with the lowa insurance depart- 
ment. Its assets show an increase of 
$306,889. 


Royal Union Life’s February 


The Royal Union Life of Des Moines 
wrote $1,700,000 in February in honor 
of Vice-president and Field Manager B. 


M. Kirke. This is the second largest 
February. February 1930 exceeded Feb- 
ruary of this year. February produced 


a new all-time record in volume of busi- 
ness reinstated, the amount being $600,- 


000. 
A. I. U., Inc., Now in Nebraska 
The American Insurance Union, Inc., 


has been licensed in Nebraska and per- 
mission has been granted in Iowa to 
transfer the business from the American 
Insurance Union, fraternal, to the A. I. 
U., Inc., the stock company, pending 
the granting of a license there. 
dent C. 


. Presi- 
S. Younger is in Hartford this 


Last week the A. I. U., Inc., was 

censed in Indiana and West Virginia 
The licensing follows certification to 
the Ohio department of an additional 
$100,000 capital, thus qualifying the 
company in those states requiring $200,- 


000 capital. Licenses are also being 
sought in Michigan, Iowa, Kansas and 
Colorado. 


Has Increased Its Capital 


The Life & Casualty of Chicago has 
voted to increase its capital from $422,- 
500 to $493,750. The total contribution 
to capital and surplus is $142,500. The 
par value of the stock is $25 and was 
sold at $50 a share without any sales 
expense. The stock was sold to the 
charter members of the Mutual Casualty 
of Chicago, its running mate. 


North American Life Increase 


The North American Life of Chicago 
reports that its new business for the 
first two months exceeded the same pe- 
riod last year by more than 30 percent 
Its mortality ratio last year was 442 
percent as compared with 45.5 percent 
the year before. Its new business last 
year showed an increase of 6.4 percent 


New Receivers Are Named 


Following the resignation of D 
Roper as receiver for the National Bene- 
fit Life of Washington, K. & J 
Clark, actuary of the Equitable Life 
Washington, D. C., and F. B. Brya 
Jr., deputy superintendent of insura 
for the District of Columbia, have bee 
appointed receivers. The supreme court 
of the District of Columbia has granted 
permission to continue existing bus: 
ness, but no new business will be writ: 
ten, pending reorganization and 
habilitation of the company. 


Continental American’s Progess 


Vice-President G. A. Martin of t 


Continental American Life reports that 
February was the largest February 
its history. Its new premiums are ° 


percent ahead of February, 1931, and ts 
new business 37 percent more. 


Provident Life & Accident Figures 


The Provident Life & Accident 
Chattanooga in its annual _ statemer 
shows assets $6,007,937, gain $448, 


life department reserves $2,913,873, : 








force of $600,000 and gains in assets and 


week, 


seeking a license in Connecticut. 


cident and health premium reserve $'? 





DESERVED POPULARITY 


The Prudential’s 


“Modified 3” Policy is of such wide adaptability that it 


has not only won prospects but has found high favor with salesmen. 





AGE 


20 
30 
40 
50 





ANNUAL COST FOR $5000 


Annual Annual Prem. 3d Year Net 4th Year Net Sth Year Net 
Premium Fourth and Dividend Payment Div. Payment Div. Payment 
First Three Following Apport’d 4th Year Apport’d Sth Year pport’d 6th Year 
Years Years for 1932 on this basis for 1932 on this basis for 1932 on this basis 


23.05 
33.10 


115.15 135.45 
174.90 205.75 


$58.00 $13.25 

77.50 
112.40 
172.65 


16.95 77.45 
23.10 112.35 
33.15 172.60 


(Premium Payable Quarterly, Semi-Annually or Annually) 


Ages 15 to 66 


$13.30 
17.00 
23.15 
33.25 


$57.90 

77.40 
112.30 
172.50 


$5000 and up 
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This policy calls for one increase in the premium rate beginning with the fourth year; 
but dividends begin at that time and while the amount must depend upon future ex- 
perience, on the basis of current experience as indicated above these dividends are 





more than sufficient at all ages to fully offset the increase in the premium, thus reduc- 


The Prudential Insurance Company of Amery 


ing the cost below the initial rate. 


Epwarp D. Durrie.p, President 


Home Office, Newark, New Je 
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680, claim reserve $584,462, contingent 
reserve $135,959, capital and surplus $1,- 
400,000. The gain in life insurance in 
force is $3,627,429. It has paid to policy- 
holders and beneficiaries since organi- 
zation $22,054,056. 


Seeks Missouri Control 


WICHITA, KAN., March 10.—The 
district court here last week considered 
the petition of Commissioner Thompson 
of Missouri to intervene in the receiver- 
ship against the National Savings Life 
of Kansas. Owing to the interlocking 
corporations organized in Kansas and 
Missouri an effort has been made by the 
Missouri insurance department to obtain 


control over the assets of the Kansas 
company since the Missouri company 
owned 80 percent of the stock. Kansas 


has insisted that the liquidation of the 
Kansas company should be handled 
through the state receivers, the 








Wheeler-Kelley-Hagny Trust Company 
Wichita. 


of 


Legal Life to Ottawa 


The Legal Life of Topeka is moving 
its headquarters to Ottawa, Kan. It is 
expected that Ottawa headquarters will 
aid materially in writing business as co- 
operation has been offered by business 
men of Ottawa. 


Buffalo Mutual in Ohio 


The Buffalo Mutual Life has been li- 
censed in Ohio. Among its representa- 
tives is J. A. Maddox of Columbus, who 
was formerly associated with the Amer- 
ican Insurance Union in an executive 
capacity. Carl F. King is district man- 
ager. 

The name of the Oklahoma State Mu- 
tual Life Association of Oklahoma City 
has been changed to the Oklahoma State 
Life Association. 








AMONG COMPANY MEN 





M. W. Heitzeberg in New Post 


Former Missouri State, Inter-Southern 
Official Joins National Life, 
- & A, 





Miles W. Heitzeberg, who has had 
extensive agency department experience 
with the Missouri State Life and Inter- 
Southern Life, has joined the National 


Life, U. S. A., at the head office in Chi- 
cago as supervisor of agencies. He was 
with the Missouri State for several 


years and then, because of his particu- 
lar ability, was transferred to the Inter- 
Southern for a time. His duties will 


nected with sales management for a 
number of years, has been appointed 
; supervisor of agents of the United 
States Life. 


important responsibilities in the com- 
pany. 

Mr. Heitzeberg was vice-president of 
the Inter-Southern and until a week ago 


director. 


Decker with U. S. Life 


W. H. Decker, Jr., who has been con- 


Cedarholm With North American 


H. O. Cedarholm, formerly assistant 
secretary of the Sentinel Life of Kan- 





take him into all of the 40 states in 
which the National Life, U. S. A., op- 
erates. President Lay and Executive 
Vice-President Webb plan to give him 


City and later assistant secretary 
and actuary of the National Fidelity 
Life, is now in charge of conservation 
work for the North American Life at 
its home office in Chicago. 


sas 








LIFE COMPANY 


CONVENTIONS 





Regional Meeting in Chicago 


Four Home Office Executives Attend 
Gathering of Central Western 
General Agents 


Four home office officials attended 
and spoke at the regional meeting of 
central western general agents of the 
New England Mutual in Chicago, Presi- 
dent G. W. Smith, G. L. Hunt, agency 
vice-president; C. F. Collins, assistant 
superintendent of agencies, and Dr. H. 
M. Frost, medical director. Some 60 
general agents were present. 

_Mr. Smith discussed the company’s 
finances, Dr. Frost spoke of the medi- 
cal situation, stating that the New Eng- 
land Mutual is concerned only over the 
losses arising from suicides of large 
risks, and that otherwise its mortality 
is good. Mr. Hunt analyzed gains made 
last year. 


Texas Prudential’s Havana Trip 


About 30 agents of the Texas Pru- 
dential of Galveston who have qualified 
tor the company convention will assem- 
ble in Galveston April 1, and spend a 
day at the home office. That night the 
group will entrain for New Orleans and 
go by boat to Havana. They will re- 
main in Havana five days, making nu- 
merous side trips of interest. Execu- 
tives from the home office who will 
make the trip are S. E. Kempner, vice- 
president; T. E. Flick, secretary-treas- 
urer; H. Gale Rogers, manager of or- 
dinary agencies, and W. Rogers, 
manager of industrial agencies. 

Lucado was the 1931 leader for 
est volume of paid for business; W. 
gers Primm, lowest lapse ratio for 


larg 


Ro 


| an agent having more than $100,000 of 


| business exposed; C. R. Howard, great- 

est number of applications, and the Lu- 
|}cado Agency, largest general. agency 
volume. 


Western & Southern Convention 


| The annual convention of the West- 
| ern & Southern Life will be held March 
| 18-19, at Cincinnati. Over 350 repre- 
| sentatives will be present. They will in- 
| clude managers, superintendents and 
| agents who qualified in business produc- 
| tion. On the program are two busi- 
ness sessions, a divisional conference 
and a banquet. All meetings will be 
under the direction of C. F. Williams, 
president. 


Mutual Life of Canada Meeting 


Representatives of the Mutual Life of 
Canada held a meeting in Toronto. 
Head office officials in attendance were 
A. E, Pequegnat, assistant general man- 
ager; J. M. Laing, actuary; W. Carlisle, 
superintendent of agencies, and Dr. J. 
M. Livingstone, medical director. 





Life Notes 


Clint G. Garrett, until recently assist- 
ant trust officer of the First National 


Bank & Trust Co., Tulsa, Okla., has been 


appointed district manager Connecticut 
Mutual Life with headquarters there. 

George A. Swartz, former agent for 
the New York Life at Oelwein, Ia., has 
gone with the Travelers in Fayette 
ecunty, Ia., with headquarters at O¢cel- 
wein. 

R. E. Roush has been named as gen- 


eral agent at Custer City, Okla., for the 
Bankers Life of Nebraska. He was for- 
merly with the company in that section, 
but for the last six years has been with 


LIFE INSURANCE EDITION 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


1931 Record 


New Paid Life Insurance...... $ 173,153,517 
Life Insurance in force, Dec. 31, 

DD .uctusnwakeesesuuee hes 1,201,621,469 
Life Department Income....... 39,905,537 
Accident Department Income. . 1,792,152 
clu er ee 41,697,689 

Ten Years of Progress 
Life Insurance 
in Force Assets 
. ee $ 410,248,134 $ 37,501,953 
ae 849,803,817 86,602,009 
re 1,201,621,469 154,176,245 
Sixty-Seventh Annual Statement 
BO rer TTT rr eye $144,293,295 
Security Depreciation Reserve 

(Conecticut Standard) ....... 1,321,917 

Excess Security to Policvholders. 8,561,033 


Assets, December 31, 1931 154,176,245 























other companies 





Prescribe Exactly 


No doctor would offer the same 
prescriptions to all of his patients. 
An agent too should be able to 
choose from a wide variety of con- 
tracts in order to make his economic . - 
prescriptions exact. Fidelit 
That 


Offers 
ariety 


Policy forms to suit modern 
needs; Low Rate Life. Family In- 
come and the famous “Income for 
Life” which Fidelity originated. 
Disability benefits — income and 
waiver of premium. Accidental death 
benefits. Back of its contracts is a 
record of more than half a century 
of fair dealing. 


Send for booklet 
“The Company Back of the 
Contract” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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The Road Ahead 


The success: ahead of a life insurance 
































salesman depends upon five definite 
things— 
1. Himself 
2. His field 
3. ‘His policy contracts 
4. His contract 
5. His company 
All of these are equally important. If all are 


good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


@ For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 
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NORTH AMERICA 


E. S. Ashbrook 


President 


Paul McNamara 
Vice-President 


John 


H. McNamara 


Founder 


A 6.4% increase in 1931 


paid business 


The North American Life has been soundly built 
along conservative lines. Today the company is 
in the strongest position in its entire history. It 
has forged ahead; always making a splendid 
showing in insurance in force, surplus and assets 
and has built a loyal agency force. Last year in 
spite of conditions paid business over 1930 was 
increased 6.4°%,. 


Interested agents not now under contract 
should write direct to the Agency Department 








SILVER JUBILEE YEAR—25 YEARS OF SERVICE 




















IN THE SOUTH AND SOUTHWEST 





Georgia Reference Book Out 


New Insurance Work Is Issued for the 
State by The National 
Underwriter 








The new edition of the Georgia Un- 
derwriters Handbook, a reference work 
that is published by THE NATIONAL 
UNDERWRITER, is out. This volume con- 
tains a large amount of Georgia insur- 
ance information, aside from the list of 
agents and their companies scheduled 
from every point in the state. For in- 
stance, the first 136 pages are given to 
company and miscellaneous information 
regarding Georgia insurance. There are 
many pages of valuable statistics show- 
ing the status of the business in the 
state for all kinds of insurance. Georgia 
is important from the insurance stand- 
point, owing to the fact that so many 
large offices are located at Atlanta. It 
is a work that should be on the desk 
of everyone interested in Georgia in- 
surance activities. 





Fight Twisting in Oklahoma 


OKLAHOMA CITY, March 10.— 
Concerted effort on the part of general 
agents is being made to combat profes- 
sional “advisers and trustees” who are 
twisting and through misrepresentation 
persuading policyholders who have sub- 
stantial cash values on insurance poli- 


cies to cash them in and invest the 
money more lucratively in cheaper 
forms of insurance. The practice has 


become so prevalent in Oklahoma City 
that general agents have referred the 
matter to the Better Business Bureau. 


Can Collect Full Year’s Tax 


MONTGOMERY, ALA., March 10.— 
Attorney-General Knight has given an 
opinion to the insurance department that 
the department has the right to make 
an insurance company pay the state's 
privilege tax for the whole year during 
which it began business in Alabama, 
although it may have done business 





only a small part of the year. The opin- 
ion referred specifically to a domestic 
company which was licensed in July, 
1928. It holds that the department can 
compel the company to pay taxes as if 


it had operated throughout 1928, based 
on its volume of business in 1929, 
Superintendent Greer said that in 


view of present general financial condi- 
tions he would continue the practice of 
requiring a new company to pay taxes 
for only that part of the year during 
which it operated. 


Clean Up Marriage-Birth Racket 


DALLAS, TEX., March 10.—Eleven 
more persons were found guilty in the 
federal court this week on fraud and 
lottery charges in connection with the 
operation of marriage-birth insurance 
schemes. These convictions bring to a 
close the “marriage insurance” cases in 
this section of Texas. Federal officers 
said those concerned fleeced the people 
of Texas out of hundreds of thousands 
of dollars. 





Arkansas Tax Raise Invalid 


Commissioner Dulaney has appealed 
to the Arkansas supreme court from the 
decision of the chancery court at Little 
Rock, holding illegal the act of the 1931 
legislature increasing the insurance pre- 
mium tax from 2 to 2% percent. In the 
suit brought against Mr. Dulaney by the 
Continental Life, the chancery court 
held that in prov iding for collection on 
premiums paid in 1931, the legislature 
made the increase retroactive. The Con- 
tinental Life offered payment on a 2 
percent basis. 


Campbell Agency to Meet 


H. W. Florer and W. T. Craig will 
represent the home office of the Aetna 
Life at the annual meeting of the Gor- 
don H. Campbell agency, Little Rock, 
Ark., March 11-12 at Texarkana. Speak- 
ers will include Joe S. Maryman, $1,000,- 
000 producer, and L. J. Menton, who 





led the recent sales contest of the Little 
Rock office. 








PACIFIC COAST AND MOUNTAIN 





Good Year for Coast Company 


California Western States Life Now 
Reports $262,059,994 Life Insur- 


ance in Force 








At the annual meeting of the Califor- 
nia Western States Life of Sacramento, 
J. Roy Kruse, president, and all other 
officers were reelected. The executive 
committee was increased by the addition 
of Vice-president J. V. Hawley, who is 
executive head of the agency depart- 
ment. He was formerly executive vice- 
president of the Western States Life. 
President Kruse announced that insur- 
ance in force was $262,059,994. The 
assets are $44,496,203. New business 
amounted to more than $38,000,000. The 
capital is $1,750,000 and the surplus 
$1,535,000. 





Unauthorized Agents Plead Guilty 


SALEM, ORE., March 10—A. J. 
Reed and Guy R. Hibbard have pleaded 
guilty to the charge of soliciting insur- 


ance in unauthorized companies and 
without license. The court continued 
the case for sentence until March 23 


to give the defendants opportunity to 
return all premiums collected. 

The unauthorized companies were the 
American Benefit Life of Indianapolis 
and the Safety Underwriters of Chicago. 

















Warrants were issued on complaint of 


Commissioner Averill, who has_insti- 
tuted a statewide campaign against 
soliciting of business by unauthorized 
companies. The maximum penalty 1s 
$100 fine or 60 days imprisonment 


Eugene McMahan Advanced 


The National Reserve Life at Topeka 
has promoted Eugene McMahan of >t. 
Louis from branch manager to agency 


manager. He has had a number of 
years’ experience in life insurance He 
started with the National Reserve ™ 


July last year and has shown splendid 
ability in promotional work. He has 


been placed in charge of a district 
which has an organization of 40 men 
and is one of the company’s largest 


agencies. 


Rhodes Wisconsin Manager 


The Business Men's Assurance has 
established a branch office at Madison. 
Wis., in charge of W. C. Rhodes, mat 


ager for the state. 


Disability Decision for Insured 


The Illinois appellate court, in hold- 


ing against the insurer under a grouP 
disability certificate, decided that a per- 
son is deemed totally disabled w! 

is no longer able to pursue his accts 
tomed task, and such work as he be 


The case 
Copes. 


ren ne 


only been trained to do and upon w! 
he must depend for a living. 
was Missouri State L: 
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GENERAL AGENCY NEWS 





— 


Big Volume for H. L. Rogers 





Indiana Agents of Equitable Life Write 
More Than $3,000,000 in 
His Absence 





During the absence of Agency Man- 
ager Homer L. Rogers in February, the 
Indiana-agency of the Equitable Life of 
New York wrote in his honor $3,131,- 
60 with 658 cases. A. H. Hunt of Ko- 
komo, who has represented the company 
jor 35 years, was the leader in volume 
with $163,750 and 9'% cases. 

At a luncheon held in Indianapolis 
the leading producers met with Mr. 
Rogers and presented to him the results 
i the campaign. The campaign was 
supervised by Assistant Agency Man- 
ager H. E. Nyhart. 


Pugilistic Attitude Urged 


T. G. Wode, advertising manager 
Curtis Publishing Company, told the 
members of the John W. Yates general 








agency of the Massachusetts Mutual in 
Detroit that the only way to get any- 
where under present conditions is to 
fight like a pugilist for business. His 
topic was “Optimistic, Pessimistic or 
Pugilistic.” 





Connecticut Mutual Wichita Meeting 


At the Connecticut Mutual Life's 
agency meeting in Wichita, Kan., speak- 
ers were H. F. Larkin, vice-president, 
on “Sales Policies,’ W. P. Barker, as- 
sistant actuary, on “Sales Problems,” 
and O. L. Smith, Wichita manager, on 
“The 1932 Campaign.” 


Life General Agency Notes 


The W. I. Fraser agency in Nebraska 
tor the Bankers Life of lowa increased 
its new business 22 percent in February. 

The following general agency appoint- 
ments have been announced by the Ocei- 
dental Life of Los Angeles; William 
Noske, Colorado Springs: J. J. Cahill, 
Denver; F. P. Wright, Denver, and R. F. 
McAllister, Great Falls, Mont. 








ACCIDENT AND 


HEALTH FIELD 





Nebraska Proposal Rejected | 





Commissioner Herdman Refuses to Or- 
der Changes in Accident and Health 
Policies Asked by Sorensen 





LINCOLN, NEB., March 10.—Com- 
issioner Herdman has _ refused to 
order health and accident companies to 
lange the structural arrangement of 
thir policies to conform to the com- 
plaint filed by Attorney-General Soren- 
He says that his experience as 
ureau chief induces the belief that the 
nsuring public is not demanding the 
changes asked for, and that there are 
several good reasons why they should 
t be ordered. 


Would Inject Elements of Doubt 


hese policies as now printed contain 
part or all of the matters objected to, 
ut have been passed upon by the high- 
est courts of the various states and 
their meaning so defined that the man 
| average intelligence knows the limi- 
tations of coverage as well as do the 
companies. To change them as asked 
would add to the cost to the policy- 
Q oncer, and add to the length of the 
licies. It would place on the com- 
pames the large cost of reprinting them 
ina form for which no public demand 
xists. In addition they would inject 
lements of doubt and insecurity that 
wot iid take years of litigation to re- 
move, 
at. Sorensen’s complaint was that 
the language used was so technical in 
character that policyholders were mis- 
we as to the coverage they were get- 
cng. Mr. Herdman says that if this 
Were true, it would be natural that his 
aurtn lent be flooded with complaints, 
‘creas not to exceed two of that char- 
acter are received on the average per 
onth, 
\ hearing was held on the matter at 
se some weeks ago, at which the 
panies presented their objections to 
changes proposed. 


i 


Selling Retirement Annuities 


\ noticeable increase in the sale of 
over Tam annuities for January, 1932, 
anuary, 1931, is reported by the 
icoln N ational. The number of units 


sold last month was almost ner to 
1€ first quarter of 193 oO. 

Houston, Tex., holds first 
Malaney, Jackson, Mich., is 


second “ pr 
. third and O. A. Woods, Sidney, O., 


‘Nat for tl 
Pardue, 
Place; C. 





Has New Non-Can Contract 


United Benefit Life Issues Policy With 
Broad Benefits Including 
Principal Sum 








The United Benefit Life of Omaha 
has brought out a new non-cancellable 
accident and health contract which dif- 
fers considerably from the new con- 
tracts recently put on the market by 
the Continental Assurance of Chicago 
and the Pacific Mutual. This policy 
carries no lifetime indemnity, but is on 
the aggregate sum basis. It is issued 
on risks ages 21 to 55 and is renew- 
able to age 70. It pays from the first 
we | on both sickness and accident. 

All policies contain $5,000 principal 
sum at no additional cost. Double in- 
demnity also is included, and the stand- 
ard aviation clause. The hospital clause 
pays 50 percent with three months 
limit. 

This policy pays for two years limit 
for total disability for sickness (house 
confining or non-house confining) and 
for accident, and pays three months 
limit for partial disability on account of 
accident. It pays half benefit for par- 
tial disability and is non-prorating 
throughout. 

It is issued only in four amounts of 
monthly income, $75, $100, $150 and 
$200. The contract paying $75 per 
month is sold at $32, the $100 contract 
at $44, the $150 policy at $70 and the 
$200 policy at $100 on preferred male 
risks. 

The Mutual Benefit Health & Acci- 
dent, running mate of the United Bene- 
fit Life, still writes health insurance on 
women with no increase in rates. 


Further Details Are Given 


Pacific Mutual’s New Non-Can Policies 
Can Carry 100 Percent Hospital 
Benefit 








Further details of the Pacific Mutual’s 
new non-cancellable accident and health 
policies placed on the market March 1 
are given. The contracts pay a life- 
long income during total disability, pro- 
viding for reduction of 50 percent in 
amount of disability income for disabili- 
ties extending beyond age 60, and also 
pay for partial disability for a maxi- 
mum period of six months. 

There is a provision that loss of two 
limbs or sight of both eyes shall con- 











“GEE, | WISH--!” 


This little story was told by one of our General 
Agents in his bulletin:— 


The prospect was twenty-one years of age. I was talking 
to him about an Endowment at sixty-five. His father, sixty- 
three years of age, came in, sat down and listened. 


The boy signed the application. 


Then the father said, ‘‘I have just lost my job,’’ and 
with a wistful look in his eyes, turned to his boy, with, ‘Gee, 
I wish I had one of those!—what you're going to have when 
you are sixty-five." 


In many a day we haven't seen a stronger self- 
pensioning motivation story. The number of men 
in their sixties who sadly, desperately ‘‘wish’’ is 
very great. The Retirement Income is a sure pre- 
ventive, and, in this unsettled period, it has be- 
come very popular. One of the most valuable 
life insurance services to our people. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Independence Square Philadelphia 

















WANTED 


men who can qualify as Branch Managers 
in NEW YORK and OHIO 


E are establishing branch 

offices in New York and 
Ohio and will aggressively de- 
velop this territory. We need 
more men who can qualify as 
Branch Managers in these states. 
The entire resources and experi- 
ence of this mutual old line legal 
reserve life company organized 
60 years ago will back the men 
chosen. If interested write today. 


JOHN M. HULL FRANK F. EHLEN 


President Director of Agencies 


BUFFALO MUTUAL 


LIFE INSURANCE COMPANY 


Founded 1872 
BUFFALO, N. Y. 








THE NATIONAL UNDERWRITER 








March 11, 1932 












































stitute permanent and total disability. 
In the case of such losses the elimina- 
tion period does not apply, benefits 
commencing to accrue immediately up- 
on occurrence of loss. 

Accidental loss of life benefits and 
100 percent hospital benefits are op- 
tional as in the past at the same rate 
of premium. Risks will be accepted on 
new form policies at ages 20-50, and 
policies are renewable to anniversary 
date nearest 55th birthday. 


Strong for Reimbursement 
Agents Are Using This Form Where 


They Find They Can Hold 
Policyholders 





There is considerable discussion in the 
accident field as to the reimbursement 
policy which was brought out by the 
Travelers and which is being used ex- 
tensively by that company and now by 
a number of others. 

Agents have found this policy a good 
one in which to save their regular 
policies. Stripped of all other cover- 
ages, the reimbursement policy simply 
indemnifies a person in case of hospital, 
nursing or medical service. For in- 
stance there is a unit of $400 as the face 
of the policy established, which, how- 
ever, covers aS many accidents as one 
may have in a year. In other words the 
policy is continuous. Where a policy- 





holder intends to give up his regular 
contract because he cannot afford to 
carry it, the reimbursement policy is be- 
ing used. The Travelers recommends 
this for housewives, for example. The 
company states there is a big field for 
sale of this policy to women where the 
weekly and death indemnities are elim- 
inated. The so-called reimbursement 
feature is hooked up with other policies, 
It takes the place of all hospital and 
medical benefits in old policies. A num- 
ber of companies use it as a rider. 

Some officials are inclined to question 
the policy largely owing to the fear that 
medical men finding that a person js 
insured will put in a larger fee than 
they otherwise would if the person was 
paying the expense himself. In_ these 
days when everybody is looking for a 
chance to make more money company 
officials declare that this factor should 
not be lost sight of. Furthermore, the 
point is made that a man may load up 
with insurance of this kind and where 
the pro rata clause can not be used 
there would be no great stretch of the 
imagination for him to hook up with a 
doctor or surgeon and make a claim 
against three or four companies and he 
participate in the proceeds. That is, 
there is a certain amount of moral haz- 
ard in the reimbursement form accord- 
ing to some officials. The Travelers 
people, however, are very much im- 
pressed with this policy and evident! 
are for it. 








NEWS ABOUT 


LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. 


Supplementing the ‘Unique Manual- 


Digest” and ‘‘Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Disability Changes Shown 


Companies That Have Reported Any 
Alteration in Their Policy 
as to the Clause 


There were a number of mistakes in 
the recent tabulation published regarding 
disability changes. The following com- 
panies have discontinued the disability 
clause: 

Aetna Life 
All-Amer., Texas 


Metropolitan. 
Midland Life. 














Another Year of Progress 


Wisely conservative management and the loyalty of 
agency forces are reflected in our 61st annual statement. 
Total Insurance in Force, $387,823,631, shows a gain of 
An addition of $3,356,668.18 brings Ad- 
Aggregate Payments 


mitted Assets to $7: 


Since Organization to Beneficiaries and Policyholders 
stand at $71,882,198.67, an increase of $7,185,970.44. The 
Life Insurance Company of Virginia, Richmond, Vir- 


————— 




















Amer. Bankers, Ill. Midland Mutual. 
Amer. Ins. Union. Montana Life. 
Amer. Medical. Mutual Life, N. Y. 
Amer. Natl, Mo Mutual Trust. 
Amer. Natl., Tex National Fidelity. 
Amer. Reserve, Neb. National Guardian. 
Atlantic Life. National, U. S. A. 


Baltimore Life. 
Bankers, Neb. 
Bankers Reserve 
Boston Mutual. 
Business Men's. 
Canada Life. 
Carolina Life 
Cedar Rapids Life. 
Central Life. I). 
Chieftain Life. 
Columbia, O. 
Columbian Natl. 
Commonwealth, 
Domestic L. & A. 
Durham Life. 
Equity, Neb. 
Equitable, D. C 


Farmers & Traders. 


Geo. Washington. 
Girard Life. 
Great Natl., 
Great Northn., 
Great Southern. 
Guar. Mutual. 
Guaranty, Ia. 
Gulf State. Tex. 
Hawkeve 
Home State, Okla. 
Illinois Bankers. 
Illinois Life. 
Imperial, N. C, 
Imperial, Can. 
Indianapolis. 
John Hancock. 
Knights Life. 
Liberty, Kan. 
Life & Cas., Tenn. 
Life Ins. Co. 
Manufacturers, 


Distinction as 


The 


rates. 


Ky. 


of Va. 


National Stand. 
New England Mut. 
Northern States, 
Ohio National. 
Peoples, Ind. 
Policyholders Natl. 
Provident, N. D. 
Provident L. & A. 
Prudential. 
Register Life, 
Reliance Life. 
Reliance Mutual. 
Rockford Life. 
Roman Standard. 
Royal Union. 

Sam Houston. 
Seaboard Life. 
Seaboard Natl. 
Security Mut., N. Y. 
Southland. 
Standard, Pa. 

State Natl. 

Sun Life, Md. 
Texas Prudential. 
Travelers. 
Union Central. 
Union, Ia. 
Union, Me. 
Union Pacific. 
United Amer., 
United, Il. 
United L. & A. 
United Mutual, 
United Pacific. 
United States. 
Victory, Ill. 
West Coast. 
Wisconsin Life. 
Wisconsin Natl. 


Ill, 


Ta. 


to Companies 


Aetna Life has increased waiver 
The George Washington has ex- 


tended its waiver clause six months. The 


Girard has increased its waiver rates and 








put in the six months clause. The Great 
National of Texas has discontinued wit 
exceptions. The Home Life of Pennsy!- 
vania has waiver only coverage to agt 
60 and has increased rates. The | 
perial Life of North Carolina has put 
the six months’ clause for waiver. 1 
National Guardian cancels its waiver 
age 55. The Peoples Life of India 
has increased its waiver rate 50 percent 
and put in the six months clause. Th 
Prudential has waiver only on a 
months waiting period. The 
Life of Iowa has doubled its waiver rate 
The Royal Union puts in the six mont 
clause for waiver. The Texas Pri- 
dential has discontinued the income dis 
ability except occasional cases. The 
Sun of Maryland has issued waiver t 
age 55 and puts in the six months claus 
The Wisconsin National is using 
noncancellable accident and health p 
icy instead of the income disability 1 
life policy. 


Register 





Action of Other Companies 


Other companies that have report 
are as follows: 


A. & B. 
Acacia Mutual, no change; Ame! ; 
Home, rates doubled; American Lif 


Ala., $5 income—6 months’ clause; A! 


ican Life, Colo., income ceases at + 
maturity, $10 income prior to 55—el& 
months’ clause— women no inet 
American Life, Mich., rates increase® 








$5 income—six months’ clause; Americ: 
Savings, Ind., no change; Atlas Life, ? 
income—waiting period six jonths— 
coverage to age 50; Bankers Life I 


$5 income—waiting period six m« 
waiver of premium operative 
come to age 55, also clause pro' 
month with one year waiting perio? 
Bankers National, N. J., , 
waiting period, cancelled at 
Bankers Union, coverage to age 


six 


: : : Re k«} Lil 
ing period six months; Berks = 
$5 income, age 55, six months ) 
turity; Brooklyn National, $ 


to age dv. 


c. D. E. & F. 


coverage 


California-Western States, six mov" 
clause, coverage to age 55; Cal 
Colo., restricted rules of accept 


’ 1 Stat 
pect 








new clause soon, 
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Life, no change; Citizens Life, Ia., no 
change, income ceases at 55, waiver oniy 
at age 60; Colorado Life, soon to be six 
months and age 55 men, 50 women, $10 
month ine.; Columbian Mutual, modified, 
increase in rates to be 50 percent; Colum- 
pus Mutual, no change; Confederation 
Life, no change, expect change in April; 
Connecticut General, modification $5 mo. 
Inc. age 55; Connecticut Mutual, $5 in- 
come, six months’ clause, income cover- 
age age 55, waiver only to age 60, retro- 
active period one year on waiver only, 
six months on waiver and income; Con- 
servative Life, Ind., no change; Con- 
servative Life, W. Va., no change; Con- 
tinental American, $5 and $10 clauses, 
six months’ waiting period, coverage to 
55 for income clauses and to 60 for 
waiver only; Continental, IIL, cancelled 
at 55, life income decreased 50 percent 
if receiving dis. income at 60, adding $5 
monthly clause; Continental Life, Mo.; 
no change, contemplate change during 
1932; Corn Belt Life, Neb., no change; 
Cosmopolitan Old Line, Neb., not issued 
to women; Detroit Life, women waiver 
only to age 45, $5 income, six months’ 
clause, age 55, limit $50,000; Eastern Life, 
no change; Empire Life & Acci., rates 
increased; Equitable Life, N. Y., $5 in- 
come, six months 55, men under 50 $250 
limit; Equitable Life, Ia., $5 income, age 
55 for income clause, increased rates, 
waiver only to single women, cancelled 
at marriage; Eureka-Maryland, no 
change; Farmers Union Mutual, $5 in- 
waiting period six months, will 
change in 1932; Federal Reserve, no 
change, retains clause in mod. form, not 
issued for less than $2,000 face value; 
Federal Union, $5 income, no change in 
rates, coverage to age 55; Fidelity Mu- 
tual Life, no change; Franklin Life, 
modified, six months’ clause. 


G. H. I. J, & K. 


Gem City, no change, six months’ 
clause; General Mutual, $5 income, wait- 
ng period six months; Guaranteed Se- 
eurities, no change; Guaranty 
Life, no change except greater restric- 
tions in granting benefit; Guardian Life, 
NX. Y., 50, increase in rates, waiting 
period changed to six months; Gulf Life, 
$5 income, six months’ waiting period, 
prior to age 55; Home Life, N. Y., 
women, 45 waiver only, modified, six 
onths’ clause, retroactive six months; 
Inter-Southern, Ky., limit for issue age 
50 men, 45 women, cancelled at mar- 
riage; Jefferson Standard, not issued to 
women, $5 month inc., six months, age 
55; Kansas City Life, limited to regular 
end. forms; Kentucky Central L. & A., 
no change. 


come, 


L. M. N. & O, 


Lamar Life, $5 income, age 55; Liberty 
National, Ala., writing men only; Lin- 
coln Liberty, $5 income; Lincoln Life & 
Acci. no change; Lincoln National, in- 
come $5 per $1,000, age 55, six months’ 
clause, D. I, 65, $5 income, six months’ 
clause, cancelled at 55; Manhattan Life, 
no change; Manhattan Mutual Life, modi- 
fled; Massachusetts Mutual, no change 
‘ut more rigid rules of selection; Michi- 
fan Life, $5 income, six months’ waiting 
period; Midwest Life, Neb., six months’ 
clause, income ceases at maturity or 60; 
Ministers Mutual, no change; Missouri 
State, restrictions, no women, 50 percent 
rate increase for income; Mutual Benefit 
Life, no change; Mutual Old Line, Ia., 
rates increased 50 percent; National 
Equity, Ark., no change; National Life, 
Ja, no change (except change in July); 
National Life, Vt., $5 income, six months’ 
Waiting period; National Progressive, no 


change ; National Reserve, $5 income, 
waiver only rates doubled; National 


Union, no change; New York Life, six 
months’ clause, $5 per $1,000 to age 55 
in income; age 60 if waiver only, rates 
canoe for waiver only; New World 
Life, $10 income, six months’ clause, 
— to 55; North American Life, 
_s “an, rates increased; North Ameri- 
—— Ti. $5 monthly income, six 
Cas 1S, age 59; North American Life & 
meat ne change; Northwestern Life, Neb., 
rn ified; Northwestern Mutual, no 
ee (did not issue income); North- 
lim oe no change; Occidental 
on ‘en ae no change; Oklahoma South- 
pos +, ange; Old Line, Neb., increased 
fea Jid Line, Wis., no change; Old 
rom tic Credit, no change; Oregon Mu- 
menthe, tn nom _ waiting period six 
coverage On e@ coverage 55, waiver only 


P. R. S. & T. 


Pacific Mutua 


: 1 Life, 
in selection: Pa no change except 


, L cific National, increase in 
Ameo iting period four months; Pan- 
waiting" — $10 clause retained but 
Pena period six_ months, women 55; 

utual Life $5 income, six months’ 


Income | 





waiting period age 55, rates increased; 
Pennsylvania Mutual, no change; Peoria 
Life, $10 income, payments limited to 
60 months; Philadelphia Life, no change; 
Pilot Life, N. C., $5 income, six months’ 
clause; Pioneer National, no change; 
Progressive Life, Ga., no change; Pro- 
tective Life, Ala., $5 income, six months’ 
waiting period, age 55; Provident Mutual 
Life, adopted restricted form of Dis.; 
Puritan Life, no change, waiver of pre- 
mium the only dis. issued; Pyramid Life, 
Ark., no change; Research Loan Life, 
restricted rules of issue, but will make 
no other; Richmond Beneficial, no 
change; Scranton Life, $5 income, six 
months’ clause, age 55, ceases at 
turity of endowments; Sentinel Life, no 
change; Southeastern Life, rates in- 
creased 50 percent, income discontinued; 
Standard Life, Miss., restricted rules of 
issue; State Farm Life, no change; State 
Life, Ill, no change; State Life, Ind., six 
months’ waiting period, increased rates; 
State Mutual Life, income $5, six months’ 
clause, age 60 on waiver only, 55 on 
waiver and income and waiver to women, 
income rates decreased, waiver rates in- 
creased; State Reserve Life, Tex., no 
change; Sun Life, Can., $5 income, six 
months’ waiting period, age 55 waiver 
rates inc.; Teachers Ins. & Ann. no 
change, income never issued; Texas Se- 
curity, no change. 
U. Vv. & W. 

Union Cooperative, no change; Union 
Labor Life, $5 income, age 55; United 
Fidelity, Tex., $5 income, no change in 
rates; United Life, Kan., no change; 
Volunteer State Life, $5 income, six 
months’ clause, age 55, waiver rates 
doubled for women; Washington Na- 
tional Life, no change; Webster Life, Ia., 
no change; Western & Southern Life, 
limited $50 monthly income; Western 
Reserve, Tex., no change. 





Maintains Its Dividend Scale 


Minnesota Mutual Preserves Unbroken 
Record of 52 Years—Makes Changes 
in Family Income 


The Minnesota Mutual, which has just 
issued a new dividend schedule, main- 
tains an unbroken record of 52 years 
since its organization in which the divi- 
dends never have been cut. There is 
no change shown in the new schedule, 
save the addition of dividends for two 
new forms, the pension bond which 
takes the place of the old retirement 
annuity with $100 premium unit and no 
specified maturity, which has been dis- 
continued, and new family income riders 
which have been substituted for the old 
level premium family income policy. 

In the 20 years ended 1929, the Min- 
nesota Mutual increased its dividend 
nine times. It is continuing to pay 5 
percent interest on all policy proceeds, 
dividends and other funds left at inter- 
est with the company. This applies also 
to the investment bond, or life annuity 
with specified return of 3% percent. 

The Minnesota Mutual now is be- 
lieved to be the only company in the 
United States or Canada which is sell- 
ing this contract that is considered one 
of the finest investments obtainable. It 
is sold in units of $1,000 at a price of 
$1,052.50. This is substantially the same 
contract as that which was discontinued 
some time ago by the Sun Life, Penn 
Mutual and other companies. 

The change in the family income con- 
tract is due to sales resistance to the 
original plan, under which the extra 
hazard which the company assumes 
under the annuity feature was spread 
over the life of the contract rather than 
ending with the family income period 
as is general practice. The Minnesota 
Mutual now has cut out the level pre- 
mium basis and is using a rider which 
can be attached to any form with an 
extra premium ending at the end of 
the period. 

There are two forms, in the first, or 
limited period, the income starting at 
the death of insured and continuing to 
the end of the 20th policy year, and in 
the other, or fixed period, the income 
being paid for 20 years, no matter when 
death ensues, so it occurs within the 


first 20 policy years. 
At any time, but not more frequently 
than once in five years, the insured may 


Responsibility 


There is no factor so vital to the institution 
of life insurance as the character of those 
who present it to the buying public. The 
whole structure of confidence and respect 
stands at the mercy of the fieldman; the 
popular conception of life insurance can be 
clarified or distorted—depending upon his 
tactics. The agent is indeed the keeper of a 
weighty trust. 


These things being true, it follows inevitably 
that the man who traduces his competitor, or 
who misrepresents, or who lacks the highest 
sense of fair play and honesty, is actually a 
menace to the entire institution. 


It is far better to lose business than to gain 
it through trickery or at the expense of a 
competitor's reputation. Sharp practices 
and mud-slinging are the refuge of the mor- 
ally and mentally unfit—a sure indication of 
shortcomings that brand their users as un- 
desirables of the lowest order. 


The sooner these evil influences are eternally 
barred, the more quickly will life insurance 
demonstrate that it is the world’s most hu- 
manitarian and altruistic business. 
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Net Results in 1931— 





An Increase in Insurance in 
Force equivalent to 20% of 
1931’s paid production— 

An Increase 
8%— 

An Increase in Surplus of 
11%— 

Interest earnings on invested 
assets—5.71°%. 


in Assets of 
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SIXTY-ONE YEARS of SERVICE 





SUN LIFE 


to an ever-increasing number of 
satisfied Policyholders, during 
which time every obligation has 
been fully and promptly met. 


ASSURANCE COMPANY 


of CANADA 


Head Office: Montreal 





on written request secure reduction of 
the income period, thereby reducing 
extra premium paid for rider. Com- 
muted value of rider depends entirely 
upon the length of income period in the 
fixed period form and is: 20 years 
$1,239; 15 years $1,004; ten years $725, 
and five years $394 per $1,000. Rates 
per $1,000 for the riders are presented 
at 5-year intervals: 


—Limited Period— —Fixed Period— 
Age 20 15 10 20 15 1¢ 
a «ceed $5.14 $4.46 $3.66 5 3.9 
es 5.47 4.68 3.83 
sedan 6.05 5.00 3.98 
a eeken 7.33 5.83 4.44 
eee %.75 7.49 5.47 
=e 13.83 10.37 7.35 
6 20.33 15.04 10.44 
eh scan eens 22.30 15.31 
Be actve wees - 33.72 





United Benefit Life 
United Benefit Life of Omaha has 

out two retirement income 
one a deferred cash refund an- 
maturing at ages 55, 60 or 65, 
and the other an endowment with in- 
come payable in monthly installments 
starting at ages 55, 60 or 65. Both are 
continuous premium, non-participating. 


The 
brought 
forms, 
nuity 


Illustrations of rates are given below, 
the rates for the endowment being per 
$1,000, and for the annuity per $10 a 


month income: 
Def. Cash 
—Refund——, 


Retirement 
-——— Income——__ — 


Age Do 60 65 

















.. 111.36 


Equitable of Iowa 

The Equitable of Iowa 
out the “Equi-conomist,” a new policy 
on the modified whole life plan with 
change in premium rate at end of three 
years, It is being issued in amounts 
$5,000 or over. It was designed to meet 
the need for low initial premium on a 
permanent whole life plan. It has paid 


has brought 
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up, extended term and cash or |! 
values, carries settlement options, paid 
up and endowment options, dividends 
beginning at the end of third yea: 
Illustrative rates at five-year periods 
First Subse- First Subse- 
Three quent Three quent 
Age Years Years Age Years Years 
20...$ 60.95 $ 90.15 40... 114.10 56.4 
69.40 100.65 45... 140.30 
30... 80.45 114.60 50... 176.85 
35... 94.85 132.80 55... 228.10 
Provident Mutual Life 
Vice-President E. W. Marshall of t 


Provident Mutual at the general agen 
convention stated that on or prio: 
June 1, the disability income clause wi 
be reduced to $5 a month, The so-calle 
waiting period will be extended to s 
months and the period of disability coy. 
erage will cease at age 55 instead of § 
A further announcement of interes 


was that the “Provident Providor, 
retirement income policy, would be «¢ 
larged so that maturity could begin 


55 as well as 60 or 65. A number 
important changes in the pol 
agency services are imper 
Mr. Marshall, and will 
shortly. 


age 
other 
forms and 
ing, said 
nounced 


Volunteer State Life 








The Volunteer State Life has not dis 
continued its income disability claus 
It is using the modified plan, paying § 
per thousand instead of $10. It has 





creased the waiting period 


months. 








American Central 


The American Central has decided 
to follow the precedent set by most « 
panies, and is retaining the disabilit 
income clause in modified form. The 
written clause provides $5 per $1,000 
month. Waiver of premium also is 
ing continuec. The new provisions w 











be issued exclusively on and aft 
March 10. Disability must occur bef 
age 55. Waiting period is six montis 


The premium per $1,000 in most cases 
less than for the old income clause. D 





ability income will be granted only! 
men, and certain occupations are 
gible. 


























C. B. Robbins, President 


The Old Line 


C. B. Svoboda, Secretary 


CEDAR RAPIDS LIFE INSURANCE CO. 


Cedar Rapids, lowa 


Financial Condition, December 31, 1931 








ASSETS 
First Mortgage Loans and Real Estate..........-+.++++55 $2,702,542.15 
CN ee eee Gn eeWkbe so ana bennirnwe 406,942.53 
Premium Notes and Policy Loans...........sseeeeeeeee: 1,118,074.30 
ee EE MUIR. 5 boa ee ckecde ete eens ssecoeeneess 31,435.36 
Ce TE BOON 6k cccvecicccccccaccessisvcscencsones 16,218.74 
Reterent AGCTGOE wcncacsccccvcevcsss eee e et eeeseeeeeeeees 86,242.73 
Net Uncollected and Deferred Premiums............+++++ 95,365.36 
(Reserve charged in Liabilities) 
ee nd ekeaeeke ines ene be Oh ede saeaw ned 4,456,821.17 
Less Assets not covered by Reserve, .........seceeeeceees 20,160.17 
Re RRR nk ce geeie tan aeetnteneeteseornbekesaaned $4,436,661.00 
LIABILITIES 

Legal Insurance Reserve..........++-: seees Sere $3,982,016.95 
Reserve for special Benefits and for policy dividends....... 149,261.20 
Surplus to Policyholders.........-eeeeeeeeeeeeeeeeeeeeee 236,715.27 
Total for Protection of Policyholders................+06. $4,367 ,999.42 
RST erorrr rere ee ere 10,000.00 
Ce EE on cg ckhudedsCekbdal eeeereceeesasneuens 58,661.58 

DE <cieninkenneede ote aukkaee $4,436,661.00 


How We Are Growing 
INSURANCE IN FORCE 
$95,000.00 
$2,521,095.00 
$5,766,062.00 
$14,010,604.00 
$19, 176,772.00 


GROSS ASSETS 


$43,278.91 
$186,148.20 
$535,795.19 


$1,488,411.12 
$3,008, 187.45 


$24,164,839.00  $4,456,821.17 


NEWS OF LIFE 


ASSOCIATIONS 





Prepare for Sales Congress 


Buffalo Life Underwriters Association 
Is Arranging for the State 
Meeting Next May 


The Buffalo Life Underwriters Asso- 
ciation is making elaborate plans for 
the annual sales congress in connection 
with the New York State Life Under- 
writers Association to be held in that 
city May 13. M. S. Tabor of the Trav- 
elers is general chairman of the ar- 
rangements committee. J. A. Whit- 
more, Guardian Life, and Clay W. 
Hamlin, Mutual Benefit, are joint chair- 
men of the program committee. G. N. 
Matthews, Berkshire, is chairman of the 
committee on luncheon and entertain- 
ment. C. F. Pierce, Phoenix Mutual, 
and W. M. Smith, Mutual Life, are 
chairmen of the out of town attendance 
and local attendance committees. 


Committees in Charge 


W. B. Smith, New York Life, is 
chairman finance committee. R. A. 
Scott, Equitable of New York is in 
charge of the committee of registra- 


tion of delegates. E. A. Dunlap, Trav- 
elers, president of the Buffalo Life 
Underwriters Association; Sidney Wer- 
timer, Prudential, ex-president of the 
New York state association, and J. Y. 
Cameron, Jr., broker, chairman public- 
ity committee, round out the executive 
committee for the event. 

Buffalo expects between 1,500 and 
2,000 of the life underwriters of New 
York State to be on hand as well as a 
goodly number from the nearby cities 
of Erie and Oil City, Pa., and Toronto, 
Hamilton, London, St. Catherines and 
Niagara Falls, Ont. The theme of the 
congress, “Prosperity Through Pre- 
pared Prospecting,” will be expounded 








from every possible angle. 








Los Angeles Sales Congres 


Dr. Rockwell, See, Gastil, Kavanas 


and Shapro Are Among 
Those on Program 


LOS ANGELES, March 1 
all-day sales congress held by the | 
Underwriters Association of Los Ang 
les attracted attendance in excess 
1,400. It is believed this sets a new! 
tional record. Kellogg Van Wink 
manager Equitable of New York, & 
eral chairman of the sales congress, p™ 
sided, 

Or. C. J. Rockwell of Chicago 5? 
on “Present Day Business Insuré! 
Needs.” Frank M. See, agency 
ager at St. Louis for the Union Centr 
talked twice, on “Life Insurance 45° 
Investment,” in the morning, ane ' 
“Closing” in the afternoon, In the ™ 
ing he presented a vision of life ar 
ance as the premier investment 
most valuable form of property 
world. 

The theme of the meeting, “How 
Be Successful Under 1932 Econo® 
Conditions,” was discussed by Wai 
Gastil, assistant manager home ° 
agency Pacific Mutual, in his 
“Modern Life Underwriting. 

Paul Zerrahn, manager trust 4¢ 
department California Trust 
explained the California co 
property law as applied to lite 
ance, together with brief talks on 
Insurance in Bankruptcy, ame || 
Rights of Beneficiaries.” urge 


o.— 





Rhee MN cA Oma 


He 
value of trust company service ™ 
nection with the settlement 0! 
surance estates. ; tat 
Frederick Faulkner, superintendc® 
field service, California-Westerm >" 
Life, was the first speaker i the 2 
noon, his topic being, “What sha 
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our response to present day opportuni- 
ties in life underwriting?’ He reviewed 
changing economic conditions of the 
last three years, concluding with sug- 
gestions of benefits to life salesmen from 
studying the situation and taking advan- 
tage of the opportunities for extension 
of the service they offer. 

S. D. Parker, sales analyst, author and 
lecturer, New York City, spoke on 
“Gearing your insurance activities to 
1932 opportunities.”” He reviewed salient 
points of talks by previous speakers and 
outlined the value of a knowledge of 
psychology. 

J. E. Kavanagh, vice-president Met- 
ropolitan, was an honored guest and 
spoke on the general business situation 
and the part life insurance will play in 
improving conditions. 

B. F. Shapro, San Francisco general 
agent Penn Mutual and president San 
Francisco Association of Life Under- 
writers, attended, making the trip to 
Los Angeles by airplane. He outlined 
plans of the association for the annual 
convention of the National Association 
of Life Underwriters in San Francisco 
next fall and urged every underwriter to 
attend. 


Detroit Program Completed 


Many Notable Speakers on Program 
for Sales Congress in Michigan 
Metropolis March 17 


DETROIT, March 10—The final 
program for the one-day sales congress 
of the Life Underwriters Association of 
Detroit March 17 has been completed 
by the program committee, headed by 


John W. Yates, general agent Massa- 
chusetts Mutual. 
President Thomas F. O'Keefe will 


open the congress. John A. Stevenson, 
vice-president Penn Mutual, will speak 
on “Selling Life Insurance” and Elbert 
Storer, president National Association 
of Life Underwriters, on “Making Life 
Insurance Tangible.” 

D. T. MacKinnon, Provident Mutual, 
and R. C. Wilson, Mutual Benefit Life, 
both of Detroit, will give five-minute 
addresses on “My Best Sales Idea.” 
Both are “millionaire” producers. R. 
G. Engelsman, general agent for the 
Penn Mutual in New York, will conduct 
a “Questions and Answers” session. 

_ Organizing the Buyer to Buy” is 
the topic of H. W. Abbott, general agent 
Massachusetts Mutual in Pittsburgh. 
R. B. Hull, managing director National 
Association of Life Underwriters, will 
speak on “The Road Back to Pros- 
perity” and W. H. Gage, $2,000,000 pro- 
ducer of the Northwestern Mutual in 
Detroit, on “Following Through in ’32.” 

Commissioner C. D. Livingston of 
Michigan has selected as his topic, 
‘Maintaining Confidence.” Vash Young, 
Equitable of New York in New York 
City, will give his talk, “A Fortune to 
Share.” 

Charlotte, N. C.—Leon Gilbert Simon, 
nell known New York City agent for the 
-quitable Life of New York, addressed 
the Charlotte association Wednesday on 
retirement income and annuities. 
C.—The Columbia 
Clation has organized with 
Wr Carrol H. Jones, president; E. T. 
‘idgeway, vice-president; J. Lester 


Columbia, Ss, 


asso- 
been 


Perkinc A; 
erkins, secretary and treasurer. The 
> ee committee is composed of J 


eatery, J. H. Miller, Jr.. W. R. 
Hott, Jr, C. S. Bloomberg, F. E 
, nt and T. T. Roddey. The associa- 
— : a be affiliated with the National 
é VClation, 

tor mraukee—A. R. Jaqua, associate edi- 
ed —e Life 3ulletins, will address 
— A. ate association March 17 on 
“uve insurance as an Investment.” 


ot ~— Moser, Aetna Life, secretary of 
th ge aukee group, reports that al- 
oe igh the organization is only about 


months ; ie ; 
heavy nths old it is already showing a 
“*¥ Srowth in membership. 


. Pra : 
Yon ee Putting Into Effect What 
Smith now was discussed by Herbert L. 

7 Harrisburg, Pa., general agent 





LIFE INSURANCE 


Northwestern Mutual Life, at the March 
meeting of the Baltimore Life Under- 
writers Association 

He then outlined a formula which calls 
for 40 calls in a 40-hour week “In 
these 40 calls the agent sees at least 28 
prospects,” he said, “and out of the 28 
prospects he gets 14 interviews and out 
of the 14 interviews he gets one appli- 
week for $5,000 policy, which 
agent $150 on an average 


cation a 
peys the 
policy.” 


San Francisco—The opening date of 
the 20-session training course in prac- 
tical life underwriting which is to be 
conducted by the San Francisco and East 
Bay associations has been postponed to 
March 21. It was originally planned to 
have the course commence on March 14 
in San Francisco, and March 15 in Oak- 
Iand. At least 250 will be enrolled from 


Oakland and more than 500 from San 
Francisco. 
Northern New Jersey ——A_ luncheon- 


Jersey as- 


Newark 


meeting of the Northern New 
sociation will be held in 
March 14. 

Vincent B. Coffin, superintendent of 
agencies Connecticut Mutual Life, will 
speak on “What 1932 Means to the Life 
Underwriter.” Reginald Parnell, Newark 
attorney, will talk on “Washington, th 
Man.” 

Des Moines.—E. B. Thurman, Chicago 
general agent New England Mutual 
Life, was the principal speaker at the 
March meeting of the Des Moines asso- 
ciation on “The Investment Phase of 
Life Insurance.” He pointed out the 
fundamental reasons for the safety and 
stability of life company investments. 
Cc. Vivian Anderson, Provident Mutual 
Life, Cincinnati, vice-president Nationai 
association, will speak at the April 
meeting. 

Plans are complete for the one day 
sales congress of the Des Moines asso- 
ciation April 4 with Dr. Charles J. Rock- 
well as the educational director. He 
will deliver three lectures on “Ten Es- 
sentials of Successful Life Underwrit- 
ing”: “Equipment for Selling Business 
Insurance,” and “Constructing a Life 
Insurance Program.” 

At the luncheon George H. Chace, as- 
sistant secretary Prudential, in charge 
of ordinary agencies, and Commissioner 
E. W.-Clark of lowa will speak 


Tulsa, Okla. Landers, Seever & 
Thornton, Travelers representatives, had 
charge of the Tulsa association’s meet- 
ing last week. E. W. Thornton spoke 
on the security of life insurance, R. 
Seever told of its investment value, and 
R. A. Schockley stressed the income re- 
turn. 


Montgomery, Ala.—Mrs. W. 8S. Pritch- 
ard, department of the American family, 
National association, spoke in Montgom- 
ery last week. 

Lincoln, Neb.—L. CC. Oberlies, person- 
nel director Lincoln Telephone & Tele- 
graph Company, told the Lincoln asso- 
ciation at its monthly meeting that the 
depression has supplied the test every 
man in business needs to determine his 
value to himself and the business with 
which he is allied. He pictured the 
business man's idea of what constitutes 
a worthwhile life insurance salesman: 
He must know his stuff, then strut his 
stuff; he must cut out the gloomy and 
critical attitude; he must develop a per- 
sonality, and he must have a positive 
appeal. He must be able to discuss life 
insurance with buyers without having 
to reach for his book: he must talk for 
his own company and not against rival 
companies; he must gain momentum and 
then carry on. 

The executive committee submitted 
for action at the April meeting several 
amendments to the constitution, to 
change the association year to square 
with the calendar year, provide for au- 
tomatic extension for six months of dues 
now paid, and which offer the first year 
agent membership at $3 a year. 





Underwriting in 
Hard Times Told 


(CONTINUED FROM PAGE 1) 


sents a serious problem, Mr. McAnd- 
less declared. The company is willing 
to go to full length in keeping those 
cases in force’ where the policy repre- 
sented good business initially and the 
change in business conditions has af- 
fected the insured’s income _ subse- 
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A CLEAR AND 
CONVINCING 
STATEMENT 


let us send you a Statement of our Com- 
pany’s financial condition as of December 
31, 1931 
we believe that you will find it clear, inter- 
esting and convincing if you will examine 
each item with care— 
—the Statement speaks for itself, but we would call your attention to 
the quality of our Company’s assets: 





First: More than $2,000,000 of high-grade liquid bonds 

Second: Small holdings of foreclosed real estate, including but one 
farm 

Third: More than $8,000,000 of first mortgages, the stability of 


which is shown in the fact that last year these mortgages yielded 
$497,183.94 interest actually paid ; and the interest more than 30 
days past due at the end of the year, was only $11,236.46; and 

Fourth: The sum total of capital stock, general surplus, and contin- 
gency reserve fund, amounting to $1,622,979.36, being about 
13% over and above all liabilities 

Increase in Assets, in 1931, $970,465.26; Amount paid to Policy- 
holders, $1,61 1,466.00. - 

Amount paid to policyholders, to date, $8,468,159.00; Insurance in 
force, $83,776,021.14— 

We invite you to consider the possibilities of becoming identified 
with a Company that is On the Go and On the Grow—Tell it 
all in your first letter. 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


LIFE HEALTH ACCIDENT 




















Hawkeye Life Insurance Company 
DES MOINES, IOWA 


A. R, INGLEMAN, President 
Statement as of December 31, 1931 


Ledger Assets 





I I on ncn nes cee ewresieeeneekaees we+e-e$ 492,018.20 

ee OSS a eee reper ir ee ee erry 415,789.95 

ae deeb eeee tees Gens e be Rseaenne 125,028.65 
Government and Municipal Bonds.............. $505,039.70 
CMG  wusneenecctsncceseees te eee ee: 24,238.12 
i, Pn CD. ad ctk wenden vies eewnsts 4,358.92 
SE EE 6c ova Ve canavebese cues 36,965.39 

—— 570,602.13 

TORRE EMEMOE ASSO. cc cccccccescccecssevetecsosesss $1,603,438.93 

oo ok tees cenrnwsen6eecnedsesaceueenetess $ 75,355.21 








ee $1,678,794.14 
Assets Not Admitted 
Rae Ree: Gin ci oc ke rie secntans cae sasekacenese 4,358.92 


piecereenens $1,674,435.22 





I a i ag 


$1,378,539.74 
419.80 
7,051.12 
5,000.00 
4,980.01 
55,180.45 
50,000.00 


Policy reserve .. 
Extra Reserve for T. D. and D.I...... 
Supplementary Contracts .......... 
Death losses pending........... = 
Dividends left with the company... 
Other Liabilities ; 
Contingent Reserve ..........-. 


$1,481,171.12 


ee ee 
CE EE ccancavéecaededaGeows sr evesbasesceenbene 100,600.00 
DERE. ccnccsecuccescctveness 92,664.10 
 Scewons .$1,674,435.22 


1931 
Gain in Assets Gain in Surplus 


Gain in Insurance in Force 
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An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


—will WORK 

—can organize 

—needs no drawing account or 
salary 

—needs no office expense 


BUT 


WHO will accept Home Office help in the appointment of new Agents 
under him for whom he will not be responsible financially and yet on 
whom he will receive overwriting Commissions as high as 4 per 
thousand and long time Renewals. 


—is a producer 

—is, of course, honest 

—has three years of experience 
—needs no financing 

—is seeking opportunity 





THE COMPANY~— is rated “A” by Best. Its rates for 
Insurance are extremely low 


(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—includ- 
ing an improved Family Income form; also Juvenile. 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to de- 
velop Indiana, Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the 
man selected to build a real agency in which the Re- 
newals are NON-FORFEITABLE. 


WE WANT AN UNUSUAL MAN 


UNLESS you have no present connection, or you have a real reason 
for leaving your present connection and are not at fault yourself, we 
are not interested. Write fully about yourself. We will not communi- 
cate with references until after interview. Write U-50, The Natioral 
Underwriter. 




















THE FORMULA OF SUCCESS 


Fy: E INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. 
men of integrity, ability and courage who work systematically and 
the facts of life insurance service will be Masters of their craft and successf 
Tus Murtvat Lirs or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Deuble 
Indemnity Benefits. It has many practi expedite service for Field 
Representatives and for Policyholders., 


Th contemplating engaging in life insurance field work as a career of broad 
curvles ond personal pe a ny are invited to apply to 


The Mutual Life Insurance Company 


of New York 


Sales- 
state 
ul. 


to broaden and 





New York, N. Y. 


GEORGE K. SARGENT 


Vice-President and 
Manager of 


34 Nassau Street 
DAVID F. HOUSTON 
President 











THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 
Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 


door-bell. 
0. 


There Is a Home Life Policy for Every Purse and Purpose 
anil 


OVER ONE HUNDRED MILLIONS IN FORCE 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 


(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 
DELAWARE) 



































quently, providing the amount in force 
is not unreasonable. 

“We believe,” Mr. McAndless said, “we 
have the right to decline reinstatement 
where our original action was obviously 
based on misinformation with regard to 
finances and where the life is now con- 
siderably overinsured.” 

With the increase in number of finan- 
cial and speculative cases, the rejection 
rate is increased, according to Mr. Mc- 
Andless, and the agent gets the impres- 
sion that underwriting rules have been 
stiffened. The contrary is true in the 
Lincoln National, he said. Rejections 
increase because of the increase in spec- 
ulative business offered. While not de- 
parting from regular underwriting 
standards, Mr. McAndless said that the 
Lincoln National unconsciously in its 
desire to maintain its reputation for 
wide acceptance takes a somewhat more 
liberal attitude. 


Anti-Selection Exists 


Anti-selection exists, to a considerable 
extent, Mr. McAndless declared. De- 
spite the fact that the mortality trend 
of the general population has _ been 
downward, life insurance has exper- 








ienced an increasing death rate during, 


the past few years. Apparently, he 
said, insured lives are affected in a dif- 
ferent manner from the general pop- 
ulation, which he said, is due to the 
control exercised by insured lives over 
their own future lifetime. 

Cases, he pointed out, can be more 
easily classified as speculative after they 
have become death claims because the 
company often finds that it did not 
have complete information when the ap- 
plication was submitted. Points that 
always loom up are that these policies 
are above the average in size, that the 
insured carries a large amount of in- 
surance in comparison with others in 
the same class and that he spends a 
very large percentage of his income for 
insurance. 

Mr. McAndless said that the rule is 
followed of not issuing insurance for in- 
sureds with incomes of $5,000 and over 
who spend more than 20 percent of the 
annual income for insurance. In the 
less than $5,000 class, the percentage is 
graduated downward, until for incomes 
of $2,000 or under, 1234 percent is con- 
sidered to be the upper limit. Excep- 
tions are allowed for endowment poli- 
cies and adjustments are made in the 
other direction for term insurance. 


Another Formula Used 


Mr. McAndless outlined another ap- 
proach to the formula for limiting insur- 
ance according to income. The full 
value of an insured life, he pointed out, 
is the sum which will continue to the 
family the income they had been re- 
ceiving. Assuming the insured spent 
40 percent of his income for his own 
use, his insurance value is the sum that 
will produce an annuity of 60 percent 
of his annual income for a period equal 
to his economic life expectancy, usually 
to age 65 or 70. The value of such an 
annuity equals about 10 times his an- 
nual income for ages up to 35, graduat- 
ing down to five times at age 60. An 
additional amount would produce an in- 
come to his family greater than his own 
economic value to them and there is no 
more justification for issuing insurance 
beyond the value of his life than there 
is in issuing fire insurance beyond the 
value of the property insured. 

Rated insurance cannot be offered to 
a group that is over insured, he said. 
That is true because the good members 
of the group would refuse and the bad 
ones would accept, realizing that they 
are getting a good bargain regardless of 
cost. 

There is no reason, because mistakes 
have been made in the past as to jumbo 
policies, that mistakes should continue 
to be made, he said. These large cases 
present unique problems, he said. As 
a start in the solution of those prob- 
lems, many companies, Mr. McAndless 
said, have agreed to follow the sugges- 
tion of the big risk committee that in 
the future special medical examinations 








will be required, including electrocardio- 
graphic tracings and x-ray examinations 
of the chest when the new applications 
in all companies are for $100,000 or 
more and the total amount of insurance 
on the life including the new applica- 
tions exceed $300,000 and at other times 
when advisable. 

“We do not believe applicants for 
large amounts,” he said, “will pay the 
premium required unless they realize 
they are getting a very good bargain 
and consequently we are limiting the 
total amount of insurance on a single 
life in which we will participate to $2,- 
000,000.” 

The reasons for which large amounts 
of insurance are bought indicate why 
heavy mortality is experienced on the 
class, he said. Large policies, he de- 
clared, are usually linked with some of 
the secondary purposes of insurance, 
such as to provide for inheritance and 
estate taxes. The applicant buying es- 
tate insurance has no worry about pro- 
viding an income for his family. His 
estate is established and he merely 
wishes to keep it intact. Various meth- 
ods are available to him. If he buys 
insurance for the purpose, he does so 
advisedly. He may recognize that his 
health is failing, so slightly however 
that the regular examination will not 
reveal it. 

Shrinkage in Estates 


Much insurance is being sold now be- 
cause of shrinkage in estates. “Such 
insurance,” Mr. McAndless_ declared, 
“we believe, is justified provided the in- 
sured can rebuild his estate if he lives.” 
There is no possibility, however, he said, 
of doing this on the part of many people 
and if the man’s insurance estate now 
represents an amount consistent with 
his present earnings and probable future 
earnings or if the premium for the in- 
surance already carried and that applied 
for calls for too large a proportion of 
his income, it is not justified. 

Estate shrinkage is more apparent 
than real, very often, he said. Although 
the dollar value of a man’s estate and 
his income may be considerably less, 
the buying value under present prices 
may have decreased very little. Under 
those circumstances, Mr. McAndless 
said, there does not seem to be any 
reason for insurance to sten in and build 
up that estate to its former dollar value, 
which may represent an increase of 
about 50 percent of its former actual 
value. 

“The mere fact that a man owes 
money does not make him a proper su)- 
ject for life insurance,” Mr. McAndless 
said, “although it must be granted that 
the speculative members of this group 
are the easiest to sell. Insurance to 
protect creditors is justified only when 
it appears reasonably certain that the 
continued life of the insured means that 
the indebtedness will be taken care © 
within a reasonable time.” If not, there 
is no reason, he said, why the insurance 
company should step in to take care 0! 
debts at his death that he could no 
have paid had he lived. Particular 
speculative is the individual alread’ 
heavily insured, who is attempting 1 
take care of a number of creditors. 

In corporation insurance, the amount 
must bear a relationship to the valu 
of the life insured to the corporation 
There are several methods of approac’, 
but the most logical seems to be to co™ 
sider his values as measured by the co! 
pensation he receives. Insurance up 
five times that value would seem to 
sufficient, he said. ' 

He recited the case of a corporatio 
presenting an application in January, 
1931, for $500,000 on an officer whos 
salary was $15,000. “It is a little dif 
cult to figure out just how such an 0”. 
cial is of such value to his company, 
Mr. McAndless declared. “But neve™ 








theless that amount of corporation 
surance was actually in force at 
time of his death, less than one ye! 
later from a heart attack, though unde 
40 years of age, and although all me 
cal examinations had been first-class ® 
every way.” 
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Woodward Agency Trains New Men 
by Working With Older Agents 


The M. L. Woodward general agency 
of the Northwestern Mutual in Detroit 
has had unusually fine results with new 
agents by sending them out with a suc- 
ession of old agents rather than with 
the supervisor, W. B. Collett, Jr., pro- 
juction manager of the agency, told the 
Detroit Life Insurance Supervisors As- 
sciation at the March meeting. Mr. 
Collett spoke on “The First Month's 
Activities of the New Agent.” 

“We believe that sending a new man 
out with a supervisor makes a ‘leaner’ 
ut of him,” said Mr. Collett. “When- 
ever he gets a rather difficult case his 
first thought is to have the supervisor 
go out with him to close the prospect. 
We have our new men go out with old 
agents, who get half the commission 
on all cases in which they take part. 
This method encourages them to break 
away and go on their own as soon as 
possible. 


Get Pointers from All 


“Perhaps the most valuable factor in 
this method is that the new agents pick 
up a few sales pointers from each old- 
timer they work with and thus are able 
to build up their own individual sales 
methods by combining the best features 
of the experienced men rather than 
gaining the viewpoint of the supervisor 
only. After all, the object of our train- 
ing is merely to get the new man started 
producing himself as soon as he can. 

“Our men usually don’t set the world 
on firé the first month. We have had 
a few who started right in producing 
regularly from the first week, but they 
are the exception rather than the rule. 
We are well satisfied to have them get 
well under way by the third month. As 
proof of the value of our method of 
training, let me say that our new men 
taken on in the past three years have 
produced more than $7,000,000 in that 
period. Of the 80 agents in our or- 
ganization, perhaps 60 have been with 
ls more than three years and are what 
we term old agents. 

Number of Additions Limited 


“We do not attempt to take on a large 
number of new men, limiting the 
acquisitions to our staff to 20 or 25 
annually, We feel that it is better to 
select men carefully and not to take on 
more than we can easily assimilate. We 
“ont want to burden the old agents 
with many calls with new men, and in- 
‘ist that the new men make arrange- 
ments with different producers from 
week to week. 

\ hen [ talk to the prospective agent 
, Paint the picture of life insurance with 
charcoal rather than with gilt. I make 
Sure that he does not get the idea that 
— underwriting is a bed of roses—a 
“azy man’s job. I point out that he 
must work hard in order to maintain a 
800d scale of living and that the higher 
— w ants to achieve the harder he 
that ye a to work. I point out to him 
cece 4 company 1S successful, the 
succeed h — and if he does not 
i—_ SO oe but himself to 





Ten-Day “Kindergarten” First 
. At the end of 


Irom 


two days I decide 


My con . . ° 
agent whether he will Pig Diy sa’ 
ture, and if he does , yo 
ther. If } € does not we go no fur- 
tion report , does, then I get an inspec- 
I let him ‘on him and check references. 
“ta know that he must not expect 


make 4 
— & living the first three or four 





months of his apprenticeship. Then be- 
gins the ten-day ‘kindergarten’ in which 


he is taught the fundamentals of the 
business. I talk in simple terms and 
begin with the simplest part of the 
work, explaining everything patiently 
and carefully. I try to avoid the C. 
L. U. complex—the idea of impressing 
him by talking over his head. I get 


him to work first on the smaller cases, 
because if he sells a $50,000 case or 
two at the beginning it is very difficult 
to get hm to come down to earth and 
work on $5,000 cases. 

“At the end of two weeks he knows 
somethng of prospecting, the company’s 


forms and policies and methods. | 
insist that he work 40 hours a week, not 
more than 10 of these hours in the 


office, that he get at least 14 interviews 
a week. If he doesn’t average at least 
one sale out of his 14 interviews with 
the aid of the other agents, I know that 
there must be something wrong with 
his selling and I find out what the 
trouble is and endeavor to correct it. 

“Five years ago I was not sold on 
standard canvasses, but I have changed 
my mind about them. Now I feel that 
if a man has his sales well in mind 
he will not be tempted to loaf in the 
office because he dreads the thought of 
calling on a prospect because he doesn’t 
know what to say to him. When he 
knows what he is going to say he can 
devote more attention to watching the 
reaction of his prospect to his sales 
story. 


No Reason to Apologize 


“I find that a good many new men 
get off on the wrong foot by a too 
apologetic attitude. There is no cause 
to apologize for the institution of life 


insurance. Some even go so far as to 
get into the offices of their prospects 
through a ruse, saying they are bond 


salesmen or giving some other excuse. 
This sort of thing will inevitably lead 
to failure if it is not corrected. Some, 
too, are too self-sufficient. Heaven only 
knows why a new agent should feel that 
he knows the business well enough to 
point out what is wrong with the com- 
pany or the agency, but some of them 
do it. 

“Mr. Woodward and I always leave 
our doors open so our agents can walk 
in and confer with us at any time. 
Sometimes it is somewhat annoying to 
have an agent pop in when we are talk- 
ing with clients, but usually the agent's 
request for information can be satisfied 
in 30 seconds. There is no reason why 
an agent should almost be forced to get 
an appointment with his own agency 
heads!” 





Manager’s Job to 


Applicant Who Is 
Wary of Promises 








_The agency director of a moderate 
sized cOmpany recently interviewed two 
applicants for the position of agency 
manager in a large middle western city. 
The company had been more or less 
dormant in its operations in that city 
and last year its insurance written there 
was only $150,000. The greatest amount 
it had ever written in that. territory in 
a single year was $500,000. 

One of the applicants was asked by 
the agency director what could be ex- 
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IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 
regardless of kind of policy purchased 


past five years. 
other forms of Policies equally attractive. 


LIFE INSURANCE 
COMPANY 


Pearson Street : : : 


SOMETHING NEW tar JS NE W 


A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 


Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 
We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 


Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


A Mutual Legal Reserve Life Insurance Company 


Chicago 
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THE LINCOLN NATIONAL LIFE 


COMPANY ., 











in the life 
insurance 
vange of - 


FORT WAYNE . 







INSURANCE 
INDIANA 























INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now 
represented. 
For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, 
Secretary-Treasurer 


SERVICE LIFE 











Home Office: LINCOLN, NEBRASKA 
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pected of him in the way of production 
during the first year. 

“Oh, it would be easy,” the applicant 
replied, “to produce between two and 
three million the first year. I have a 
great following among agents and 
brokers and could put 200 men under 


contract without any trouble at all.” 
The second applicant was asked what 
could be expected from him in the way 
of production. 
“I don’t know,” he replied simply. 
“Well,” asked the agency executive, 
“could we expect $500,000?” 
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ANNUITIES 


with or without refund 





Write for booklet on Annuities 


New England Mutual 


Insurance Company 
Boston, Mass. 


































gs 
° 
This book UB rs RS 
will really show 4 ad s Pad 
you how to Fes my ma 
sell it. Ae Ss : 
Single Js os 
Copy $3.00 , ° . 
ORDER NOW {* S ~ .. 
be 4s .° i Soe 
“Written for - ff & s es 


the man in the field” 





10 The Insurance Book House, 420 E. 4th St, Cincinnati 


When was there ever 
a greater need for 


Business Insurance ? 


Certainly, today, the great part 
which life insurance can play in the 
affairs of business should be apparent 
to most prospects. Yet, to sell Busi- 
ness Insurance, you need a special- 
ized knowledge of how insurance 
can best be applied to the many dif- 
ferent types of business. 


All Important Phases Treated 


The book, Business InsuRANCE, written 
by a practical and successful salesman, Leon 
Gilbert Simon of New York City, covers 
the entire field of selling Business Insur- 
ance, Beginning with an explanation of the 
‘Life Values” of Business Insurance, in- 
cluding credit, it discusses the Business In- 
surance Agreement, the Use of Trust Com- 
panies — Partnerships —Corporations— Sole 
Proprietorships (and their differences). 
P rospecting, Methods of Approach and 
Selling each, Actual Interviews, 
Analyses of Cases, Legal Aspects 
and many other important sub- 
jects are treated in this out- 
Standing book. 
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“I don’t know,” was the answer. 

“Could we expect $300,000,” was the 
next question. 

“IT don’t know. You have no organ- 
ization in this city. I would be starting 
practically from scratch. It would mean 
virtually starting a new company in a 
new territory, although you are an old 
and conservative company and have 
been operating here for some years. I 
would do my best with the idea in mind 
of getting ten full time men the first 
year of the best character and with a 
real knowledge of the business. These 
are difficult times and your position in 
this city is difficult and I don’t want to 
make any promises except to say that I 
would do everything in my power to 
build a real organization here for you.” 

The second applicant got the job. 


Gibraltar Life & Accident 
Ownership Changes Hands 


DENVER, March 10.—Control of the 
Gibraltar Life & Accident has changed 
hands, according to W. H. Watlington, 
vice-president of the Colorado Life, who 
said the interests of S. Lester Guinn, 
president, and J. W. Sherman, vice-presi- 
dent, had been purchased by J. M. 
Campbell, -president of the Colorado 
Life, who will become president of the 
Gibraltar. 

The capital of the Gibraltar has been 
increased from $100,000, to $200,000, and 
the surplus from $20,000 to $75,000, Mr. 
Watlington said. An examination will 
be requested of the Colorado depart- 
ment, and entry into half dozen western 
states is contemplated. Messrs. Guinn 
and Sherman have gone to Los Angeles 
where, it is reported, they will engage 
in the accident and health business. 
W. J. McGettigan, vice-president of the 
Gibraltar, probably will become execu- 
tive head of the company. 


Pyramid Life Going Strong 


The Pyramid Life of Little Rock, has 
started the year with a rush. Ben R. 
Hamilton, vice-president and agency 
manager, says the February paid-for 
sales represent an increase of 242 per- 
cent over February, 1931, and the first 
two months of 1932 have shown an in- 
crease of 203 percent over the corre- 
sponding period last year. 


Plan Trip to Mexico 


The Lamar Life agency club will go 
to Mexico City in August for its annual 
convention tour. The All-Star Club 
members and guests will meet in Jack- 
son Aug. 5, sail from New Orleans for 
Vera Cruz Aug. 6, entrain Aug. 9 for 
Mexico City and will on the return trip 
sail from Vera Cruz Aug. 13 and dock 
in New Orleans Aug. 16. 


Protest War Coverage 


ALBANY, March 10.—Headed by 
Hobart S. Weaver, attorney for the As- 
sociation of Life Insurance Presidents, 
high officials of life companies were out 
in force at the hearing before the New 
York senate insurance committee last 
week to protest against the —Thompson- 
Wallace bill amending the insurance law 
so as to require life companies to write 
a life insurance policy with double in- 
demnity provisions in time of war. 
Present in opposition to the bill were 
Wendell M. Strong, associate actuary 
Mutual Life of New York: Charles G. 
Taylor, Jr., third vice-president Metro- 
politan Life; Henry Moir, president 
United States Life; Ray D. Murphy, 
vice-president Equitable of New York, 
and Vincent Howell, associate actuary 
Prudential. The companion bill to this 
measure in the assembly already has 
been killed. 


Court Takes Jurisdiction 


ST. LOUIS, March 10.—As the result 
of suit filed last week by H. H. Sims, 
holder of 300 shares of Missouri State 


Life, Circuit Judge Nortoni has issued 
an order for the defense to show cause 
why a receiver should not be appointed 
to liquidate the 148,050 shares of Mis- 
_— State held by the Inter-Southern { 
fe, 
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Dr. Bailey Conjectures Results 


Had Billions in 


Foreign Loans 


Gone Into Insurance Investment 


Had the 10 billion dollars which 
Americans invested in foreign bonds in 
the 1920’s been invested in life insur- 
ance, vast projects for health and en- 
joyment would have been created for 
Americans instead of for aliens. Prob- 
ably the bonds for financing these 
American projects would now be paying 
four or 5 percent instead of being al- 
most worthless, as are many of the for- 
eign bonds, and in any event the wealth 
created in the form of public projects 
would have been in this country instead 
of remaining abroad. 

That was one of the conclusions of 
Dr. W. B. Bailey, former professor of 
economics at Yale University, who is 
now economist for the Travelers, in his 
address, “Life Insurance—The Great 
Stabilizer” before the annual sales con- 
gress of the Life Underwriters Asso- 
ciation of New York City. 

Among the domestic projects which 
might have been financed are modern 
apartment buildings to relieve tene- 
ment districts in the big cities, sewer- 
age disposal plants and super highways. 





More Surplus in Future 
to Go into Insurance 


Because of the lessons learned, Dr. 
Bailey said life companies hereafter will 
handle a much larger percentage of the 
surplus funds of this country to the ad- 
vantage of this country as a whole and 
to the benefit of the owners of these 
tunds, 

_Dr. Bailey advised his hearers not to 
despair. The American public, he 
pointed out, has billions in money which 
is eager to find safe employment. The 
national resources are almost limitless; 
physical equipment along transportation, 
utility and manufacturing lines is un- 
equaled and the American worker has 
skill, craft and zest for work. 

What is needed, he declared, is the 
vision to see what needs to be done, the 
ability to gather together the capital re- 
quired to finance these enterprises and 
the initiative necessary to get things 

S Started. 
P ‘Life insurance,” he added, “can be 

‘he great stabilizer in that it is able to 
divert money from speculative excesses 

7 times of rising business activity and 
i shat it releases purchasing power dur- 
: — oy of depression. Life insurance 
od e the means of applying our idle 
— rey to the vast projects which need 
bri € put through and thus do much to 
org back a saner and more lasting 
} Prosperity.” . 
Insurance Is the Answer 
to Those Seeking a Plan 
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into increasing already ample plant ca- 
pacity, and invested most of their money 
in noncompetitive enterprises such 
schools, water works, sewerage systems, 
highways, homes or public utilities. 

In 1931, life companies distributed 
more than $2,000,000,000 to policyhold- 
ers and beneficiaries. While wages, 
salaries and dividends in 1931 were off 
sharply, life insurance payments were 


as 


32.55 percent more than in 1929, Dr. 
Bailey observed. 

The premiums which were pouring 
into circulation through life insurance 


did much to prevent conditions from 
becoming even worse. 

The reason why life insurance was 
unable to do more to offset the depres- 
sion, according to Dr. Bailey, was that 
it was not big enough. Not enough of 
the country’s surplus money flowed into 
life insurance during the boom years. 





Tens of billions of other dollars flowed | 


into brokers as collateral loans to be 
used to finance speculation. Millions 
were used to buy foreign bonds, mort- 
gage bonds on over-capitalized struc- 
tures, into new and increased issues of 
common stocks. Life insurance was re- 
garded merely as a means of family or 
business protection. Low cost forms 
were purchased. Not enough money 
was diverted into life insurance to 
check the boom and accordingly the life 
insurance companies could not release 
enough funds in 1930 and ’31 to check 
the depression. 

In the next years of prosperity, he 
predicted, a much larger percentage of 
the nation’s surplus funds will flow into 
the higher premium and investment 
forms of life insurance to be safely and 
conservatively invested instead of being 
allowed to run riot. 


Sees Growth in Premium 
Volume, Assets in Future 





Men may not buy more life insurance 
than they did between 1922 and 1929, 
he said, but they are likely to be will- 
ing to pay two or three times as much 
for that which they do buy. The inter- 
esting development in the 1930's is 





Three Suggestions Are Offered 
for Making 1932 Biggest Year 





Jack Neil, agency director of the Sea- 
board Life of Houston in his talk before 
the Texas sales congress on “How to 
Make 1932 My Biggest Year” said there 
are three distinct ways’ in which an 
agent can make this his best year. The 
first is a more sincere and profound be- 
lief in the life insurance institution. Sec- 
ond, the agent should become a better 
merchant. The third he gave as adapt- 
ing as far as possible the successful 
methods which are being used regularly 
by the real producers in the business. 


Life Insurance Agent Needs 
to Get Baptism of Religion 


Mr. Neil said that a life insurance 
agent needs to “get religion.” The 
agents, he declared. do not understand 
the potentialities of their calling. He 
does not believe in the gushy, melodra- 
matic insurance men, whose voices are 
full of heart throbs and nathos. 

Mr. Neil said the life man should 
carry as much insurance as he can af- 
ford himself. Then he can talk with 
some degree of confidence when he can 
demonstrate in his own case what his 
life insurance is doing for him. He 
thinks that in many cases life insurance 
men carry but little and some not at all. 
and thus really are hvpocrites. A Pack- 
ard salesman, he said. would not sell a 
customer his car if he rode un to his 
house on a bicycle. Sales arguments 
must be sincere. When one is reveal- 
ing his sinceritv in his sales talk the 
customer listens. Mr. Neil does not 
think that a life man can make his areu- 
ment sincere withont carrving consider- 
able life insurance himself. 

Life insurance, he said, is a business 
in its practical operation so far as the 
personal endeavor of life men are con- 
cerned. It is a profession in its annli- 
cation to the problems of individval 
clients. Good merchandising. he de- 
clared, is generating and successfully 








selling ideas. All inventions are the 
result of great ideas. Life insurance, 
he asserted, is full of simple ideas or 
methods by which an agent can increase 
his production without materially in- 
creasing his hours of work. When a 
man is ordering $5,000 insurance the 
agent should get the date of his wed- 
ding anniversary and then order an op- 
tional policy for $1,000 or $1,500, exer- 
cising some mode of settlement that 
would give the beneficiary a certain sum 
each year on the wedding anniversary. 
When the policy is delivered the agent 
in a diplomatic way can say to the 
policyholder that the thought occurred 
to him after he left that this anniversary 
policy would be a good thing. 


Taking Advantage of 
Some Special Occasion 


Instead of the wedding anniversary, 
the birthday anniversarv of the benefici- 
ary could be used. That is a check 
could reach the beneficiary everv year 
on her birthday anniversary. Things 
like this are sentimental and such 
checks coming once a year will carrv 
the message, “I have not forgotten.” 
Many agents arrange for policies to be 
taken out so that Christmas checks can 
he delivered each year. Others arrange 
for a check to be sent to their mothers 
each second Sundav in May, which is 
mother’s day so long as she lives. 
Manufacturers and merchants attempt 
to create interest in these various spe- 
cial days of the year. They get out 
cards and gifts of all kinds appropriate 
for the occasion 

Mr. Neil said that an agent cannot 
continue and be a success if he follows 
old fashioned methods. He must keep 
abreast with the times. He must de- 
velop new ideas, generate them, execute 
them and market them. ITdeas, he said. 
should be, put to work. Action should 
be gotten. 











Misses 100 “App” Goal 
But Makes Fine Record 





Starting out to set an all-time record 
of 100 cases in one month in Kansas 
City, Kan, G. L. Maltby, Equitable 
Life of lowa, ended the month with 57 
paid for and 92 written, for a paid pro- 
duction of $162,000 and a written busi- 
ness of $234,000. Mr, Maltby circular- 
ized 326 of the city’s prominent business 
and professional men with individual 
letters, and with a printed bulletin an- 
nouncing “100 Men Wanted.” He se- 
cured the names of a great number of 
these men on a petition, which said: 

“We, the undersigned, are wholeheart- 
edly cooperating with and endorsing G. 
L. Maltby in his effort to break the all 
time record in Kansas City, Kan., by 
insuring 100 lives in one month.” 

Mr. Maltby saw 279 out of the 326, 
and sold 95 percent of his business on 
the first interview. 


likely to be growth in premium volume 
and assets, rather than a spectacular in- 
crease in insurance in force. 

Life insurance will not have so many 
competitors. Foreign bonds, real estate 


mortgage bonds and other securities 
have been badly discredited. There is 
not likely to be the same demand for 


new capital for expansion of domestic 
manufacturing concerns, which now 
have a capacity at least twice the nor- 
mal demand. 

; Common stocks will be less alluring, 
for in the next few years it is reason- 
able to expect that competition in the 
domestic market will be keen and profit 
margins narrow. The foreign market 
cannot be depended upon. In the past, 
foreign trade was financed to a large 
extent by American loans, which will 
not be forthcoming in the future. There 
have been prohibitive tariff restrictions 
which will make it difficult for Amer- 
ican exports to penetrate some foreign 
markets. There is not the promise of 
extra dividends, increases in dividends, 
stock dividends. 

“It seems fair to assume,” Dr. 
declared, “that life insurance 
come the most important investment 
medium in the next decade and that 
life insurance salesmen will become the 
most important gatherers of the na- 
tion’s investment fund.” 


Low Rate Plan Warning 


A. Mackenzie, manager of agencies 
Manufacturers Life of Toronto, advises 
agents against permitting buyers to in- 
vest in low rate insurance plans in an 
attempt to bring their estates to former 
levels. Low rate plans, he points out, 
provide little or no investment. Plans 
which provide an investment element 
together with adequate protection should 
be recommended. 

Mr. Mackenzie says that the prospect 
may object that he cannot afford to pay 
for an amount of investment insurance 
sufficient to raise his estate to its former 
value. More often than not, however, 
the peak value of his estate was inflated 
beyond its real worth. “His best in- 
terests will be served,” Mr. Mackenzie 
said, “by an amount of investment in- 
surance which will stabilize his estate 
at its true value somewhere between the 
inflated value of 1929 and the present 
depressed one.” 
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Seeing Many People Is Secret 
of the Life Salesman’s Success 





NEW YORK, Mar. 10.—The unortho- 
dox recommendation that agents should 
not spend much time trying to sell the 
man who doesn’t want to buy life insur- 
ance has been made by a veteran trainer 
of agents, who predicts that hard busi- 
ness conditions will result in the evolu- 
tion of sound sales technique and remove 
some of the delusions fostered by the 
easy selling of the boom period. 

“Far too much time is wasted trying 
to sell people who don’t want to buy,’ 
he says. “Perhaps once in a while you 
can high-pressure a man into buying 
when he doesn’t really want to, but the 
usual result is a lapse. There are enough 
people who need life insurance and want 
to buy it when they are shown a plan 
that fits their needs, without wasting 
time on those who aren’t interested. Of 
course, every agent can recall cases 
where right up to the last minute the 
sale looked hopeless, but by and large 
the time spent trying to get ‘no’ men to 
say ‘yes’ is wasted and would be much 
better spent in calling on new prospects. 


Must See Many People 


“Seeing a lot of people is the only se- 
cret of success that I know of in this 
business. The movement to profession- 
alize life insurance selling is fine, but 
you have to remember that it is first of 
all a selling job and one that involves 
seeing a large number of people. The 


Life Insurance Proves to 


Be Only Good Investment 


BIRMINGHAM, ALA., March 10.— 
The Birmingham Better Business Bu- 
reau puts in a good word for life in- 
surance in a recent advertisement list- 
ing the assets left by a prominent Bir- 
mingham man. It reads: 

“The inventory of the J. Frank ——— 
estate listed stocks in six different min- 
ing companies (par value $30,000), 
stocks in four oil well companies (par 
value $43,000), stock in a new inven- 
tion company (par value $5,300) and a 
$5,000 life insurance policy. 

“On liquidation there was just $5,000 
left. The life insurance policy was the 
only thing of value. Over $80,000 had 


been put into highly speculative pro- 
motions without a cent ever coming 
back. 


“This man put his cart before his 
horse. If he had invested $80,000 in life 
insurance, good bonds or other securi- 
ties of unquestionable value, a $5,000 
speculation could have been justified on 
the ground that a loss of that much 
could be afforded.” 


Fraternal Congress Meeting 
The annual meeting of the National 
Fraternal Congress is to be held at 
Washington, D. C., Aug. 8-11. 





most successful agents I know are the 
ones that see 10 people a day, and never 
let themselves slacken the pace. 
“Another easy way to- lose time and 
build up false hopes is in ‘service.’ 
Most of the time when an agent turns 
himself and the office upside down get- 
ting out a policy analysis he is just wast- 
ing time and kidding himself. It’s all 
right to analyze a man’s policies, but 
only after you’ve sold him something. 
Easy to Sell Insurance 


“T’ve been in this business for about 
25 years and even with the depression 
life insurance selling is easier right now 
than it was at any time up to 1922. 
From 1922 to 1929 selling life insurance 
was so easy that all a salesman had to 
do was to let his business be known 
and he would sell. One of the most fre- 
quent troubles of salesmen is that they 
are afraid to ask questions. They want 
to do all the talking. At the end of the 
interview they have only a vague idea 
of what kind of an insurance program 
would really appeal to the prospect, and, 
worst of all, they don’t know whether 
he is actually in the market or not. The 
result is that they are able to kid them- 
selves into thinking the chances of sell- 
ing him are much brighter than they 
probably are. They would be a lot bet- 
ter off if they faced the facts and found 
out exactly where they stood.” 


oom of Vision Was 
Up in Contest Over Claim 


The Washington supreme court de- 
cides for the assured in the case of 
Tison vs. American National, which 
contested the claim on the ground that 
Tison, while in filling out an applica- 
tion answered “No” as to whether he 
had had any impairment of vision, de- 
formity, etc. The agency director filled 
the biank according to all statements 
made to him. Tison was 49 years of 
age and had been blind in one eye since 
he was 9 years old. The ball had not 
been removed and its appearance was 
such that a casual observer would not 
notice that he was sightless. On Dec. 
1, 1928, the policy was issued and on 
Dec. 10 he was killed by being shot by 
a burglar. The court holds that the 
negative answer was in a sense untrue, 
yet the jury might well believe, and evi- 
dently did believe, that the blindness in 
one eye was not such an impairment of 
his vision as to, in any substantial de- 
gree, interfere with his usual vocation. 
To render a company free from liability, 
the answer must have been not only 
untrue but it must have been made with 
intent to deceive. 

Two days cigar money will bring to 


you 20 pictorial sales builders from the 
A. & H. Bulletins. Send 50 cents to 42 





E. Fourth St., Cincinnati. 





| Sells Earthquake Insurance 





A life insurance agent who is re- 
sourceful in his arguments finds that 
one of the most convincing ones today 
is this: 

“Mr. Brown, you are acquainted with 
some of the great historical earthquakes 
that have devastated cities. You re- 
member a few years ago when a par- 
ticularly disastrous earthquake caused 
such damage in some of the cities of 
Japan. For instance, Tokio in some of 
its districts was razed to the ground. 
There was much curiosity as to what 
sort of buildings withstood the effects 
of the earthquake. It was found that 
regardless of the seismic calamity there 
were certain buildings constructed of 





special material that withstood the im- 


pact. 

“Now we have had a financial and 
business earthquake. Almost all in- 
stitutions have been greatly affected. 


Notwithstanding the terrific jar, legal 
reserve life insurance stands amidst the 
scene of destruction, jarred but not 
greatly harmed. It has been a mighty 
fortress. Now I am selling earthquake 
insurance, so to speak. In other words, 
I am able to sell to you the material 
which you can use in building a struc- 
ture that will withstand financial and 
business cataclysm. We have learned 
much during this period. We have 
found out what sort of institutions are 
standing up. Now build for the future.” 
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